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DOUBLE DUTY 
INSULITE GIVES 








Remember this! 
INSULITE SHEATHING is a double-duty building material performing 


two important functions — 


(1st) It Sheathes (2nd) It Insulates 


When you sell double-duty Insulite, you can tell your customers: “Here's 


where you get double for your money—two values for the price of one—sheathing 
PLUS insulation.”’ That means increased satisfaction—increased sales. Remember, 
too, that you can sell Insulite Sheathing for outside walls and sell Insulite 


Lok-Joint Lath for inside walls! A double sale and bigger profits. 
; o 
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Users of Alcoa Roofing Sheet a 


will get extra years of satisfac- 
tion if they use care in installa- 
tion. The easy-to-follow rules 
for proper application are out- 
lined in the Alcoa Roofing Ap- 
plication Folder. A copy is pack- 
ed in every bundle of Alcoa 
Roofing Sheet. Write for extra 
copies. Pass these tips on to 
your customers. ALUMINUM 
Company or America, 1755 
Gulf Bldg., Pittsburgh 19, Pa. 
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BUILDING MATERIALS SURVEY by Department of. Commerce 
shows drop in production of clay sewer pipe, vitrified clay 
sewer pipe, cast iron pressure pipe and cast iron radiation. With 





= subsidies out the window, government sources predict reduction in 


output of nails. Hardwood flooring is still short in some areas, al- 


© though April production was 10 percent ahead of March. Cement 
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. tive battles: Reorganization Plan No. 3 and T-E-W Bill. 


and brick output was up over previous months. 


FREIGHT CAR SHORTAGE ‘more serious than any yet experi- 


enced,’ is predicted by the Department of Commerce for late this 
summer. High level business activity and bumper crops will cause 
the car shortage. Statistics show 24,000 fewer freight cars operat- 
ing than at start of 1946. Only 7,000 new cars per month are being 
turned out. Builders blame lack of steel for low production. 


REPAIR LOANS UNDER TITLE I will be continued for two more 


years with the signing of Senate Bill No. 1230 by President Truman. 
New weekly record for Title I loans recently established: 29,000 
loans; approximate dollar value, $14,000,000. 


DECREASED CONSUMER PURCHASING POWER for the first time 
in many months is noted by the Investors Syndicate, nation-wide 
investment company. Figures submitted by the Syndicate show 
average family income today is $1.18 for every dollar earned a 
year ago, but prices are up to $1.23 for every dollar in April, 1946— 
reducing real income index (relationship of income to living costs) 
to 96 cents. Sharp break from real income level of $1.02 a month 
earlier and level of $1.06 four months ago indicates major falling 
off in purchasing power. 











RETAIL DEALERS are asked to participate in two major legisla- 
Both 
measures involve public housing. Unless Conaress rejects it before 
July 27, the Reorganization bill, which establishes a government 
housing and home finance agency, will become law. 


CHICAGO HOME BUILDING was up 27 percent in May over 
April. Homes started in May totaled 1,703. Number of homes 
completed in Chicago area during the first five months of 1947 
reached 8,392. Average cost of one-family dwellings this year 
to date was $8,576 compared with $8,218 for the same period last 
year. Contractors estimate average completion time has been re- 
duced from eight to six months. 


WESTERN PINE OUTPUT for second quarter was 1,894,000,000 
feet. §S. V. Fullaway, Jr., secretary-manager, Western Pine As- 








© sociation, estimates third quarter shipments will approximate 















1,750,000,000 feet—about four percent under the same quarter in 
1946. July vacation schedule will lower output. Strike against In- 
land Empire mills is not expected to spread to other operations. 


GREEN LIGHT FOR NON-RESIDENTIAL BUILDING is not ex- 


pected to result in sharp upturn. Martin C. Huggett, executive sec- 
retary of the Chicago Metropolitan Builders Association, reiterated 
the axiom: high costs have held back both industrial and commer- 
cial building. Non-residential building backlog is estimated at be- 
tween $2.5 and $3.5 billion. 
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NRLDA ANNUAL 


NRLDA objectives and plans for 
1948 will be mapped at the associa- 
tion’s annual meeting at the Wal- 
dorf-Astoria Hotel, New York City, 
Oct. 28-31. 

The National’s board of directors 
will plan next year’s program dur- 
ing board sessions on Oct. 28-30. 
On Oct. 31, a general meeting will 
be held for members of the board 
and dealers who wish to attend the 
annual meeting. 


NEW ERA 


Federal controls end; industry 
is finally given green light 
SIGNING the Wolcott Bill by the 
President ended Federal controls 
over all types of building except 
places of amusement and recreation. 
Veteran’s preference in the new 
law provides: 

1. That a veteran or his family 
for a 30-day period has first chance 
to purchase or rent any dwelling 
unit completed after June 30, 1947 
and before March 31, 1948. 

2. That such a dwelling unit 
must not be offered a non-veteran 
for less than it was publicly offered 
for sale for at least seven days to 
a veteran of his family. That 
seven-day period may be the last 
seven days of the 3Q-day veteran’s 
preference period or any seven-day 
period thereafter. 

3. That a placard or sign must 
be posted in front of the building 
advertising the fact that the dwell- 
ing is offered for sale or rent ex- 
clusively to veterans for a 30-day 
period; also, the name and address 
of the person authorized to sell or 
rent the unit. 

4. That unless already sold or 
rented to veterans, the dwellings 
must be publicly advertised for sale 
or rent exclusively to veterans or 
their families on at least three days 
during the first 20 days of the 30- 
day period. Advertisements must 
be carried in a newspaper of gen- 
eral circulation in the community 
where the unit is located. 


WHEN PERMITS REQUIRED 

The new law requires construc- 
tion permits for any type of build- 
ing, public or private, to be used 
for amusement, recreation or en- 
tertainment purposes. Applications, 
which may be secured in the 600 
Offices of Housing Expediter rent 








7 





DIAMOND POINTS 


Here’s a big repeat item of top quality 
Diamond Points are packed in a new package 
which prevents breaking of “sticks.” They are 
made by an exclusive Red Devil process from 
especially hard metal, treated against corro- 
sion. Come stacked in strong sticks of 100 points 
“each to fit driver. 


Two SIZES 
No. 1 Diamond Points 
3/8” long for No. 1 Red 
Devil Diamond Point 
Driver. 5,000 points (50 
sticks) to a package. 
No. 2 Diamond Points 


Ne LE LE | OR 


1/2” long for No. 2< 
Driver. 4,000 points (40 
sticks) to a package. 








RED DEVIL TOOLS. 
[ _Irvington 11, N. J., U.S.A. ) 

















in line with pres- 
ent-day demands 
for dry lumber, 
Craig Mountain, 
as part of a sub- 
stantial program 
of plant improve- 
ment, has recent- 
ly modernized its 
kilns to the lat- 
est type. 


Automatic stack- 
ers and unstack- 
ers are being in- 
stalled and our 
handling and pil- 
ing are being 
mechanized. 
Craig Mountain 
policy is always 
to utilize the 
most modern 
equipment and 
methods. 


Wi 
Mi, 
‘ i iis 


Member Western 
Pine Association 








CRAIG MOUNTAIN LUMBER Co. 
Winchester,Idaho 
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offices, are sent directly to Wash- 
ington for action. 

Work already authorized under 
VHP-1 will not be affected by the 
latest regulation. 


A permit is not necessary for any 
amusement, recreational or enter- 
tainment project if the cost is un- 
der $2,500. If the project involves 
the reconversion of a_ residential 
structure, the exemption is only 
$200. 

Primary provision of the rental 
side the bill is permission for a 15 
percent increase in those cases 
where landlords and tenants agree 
to sign a lease through December, 
1948. Rental properties completed 
or converted after February 1, 
1947 are free from rent control. 

Spokesmen for the industry, af- 
ter fighting controls for months, 
looked ahead to improved condi- 
tions. Tyler S. Rogers, president 
of the Producers’ Council, said: 

“Production of materials will be 
increased because a balanced pro- 
duction of all types and grades of 
materials and equipment now is 
possible. 

“Substitute materials should be 
available in ample quantity to re- 
place any products which may 
temporarily be in short supply, al- 
though the additional volume of in- 
dustrial and commercial building 
which will result from decontrol 
will not take any substantial quan- 
tity of the less plentiful materials 
essential in home building.” 


WESTERN PINE 


Record production continues 
with shipments also ahead 


PRODUCTION of Western Pine 
continued at a record level for the 
second quarter of 1947, S. V. Full- 
away, Jr., secretary-manager of the 
Western Pine Association, reported. 
The cut was 1,894,000,000 feet. 

Estimated second quarter ship- 
ments of 1,703,000,000 feet, al- 
though six percent above shipments 
for the same 1946 period, fell short 
of the March 31 forecast of 1,800,- 
000,000 feet. 

Second quarter shipments were 
retarded by the necessity, under 
changing market conditions, of bet- 
ter seasoning, particularly by the 
smaller mills. 

“It now seems probable,” reports 
Mr. Fullaway, “that during the 


’ 
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third quarter of 1947 shipments by 
the Western Pine industry will ap. 
proximate 1,750,000,000 feet ij 
about four percent under the same 
quarter in 1946.” it 

Aside from a small group of Inf 
land Empire mills struck by the) 
IWA-CIO on June 18, most off 
which are still down, there was nol | 
labor trouble during the quarter. i 










































PRODUCTION PICTURE 


Millwork and hardwood flooring} 
in short supply, survey shows| | 


SUPPLIES of millwork and 
hardwood flooring are still insuf- 
ficient to meet the demand in many 
areas, the Department of Com- 
merce reports, following a survey} | 
of construction materials. 

Lumber production for the first} | 
four months this year was 15 per-| | 
cent ahead of that for a comparable} | 
period last year. Here is the de-| | 
partment’s report on individual ma- ; 
terials. | 

HARDWOOD FLOORIN G—|) — 
April production, standard grades,| © 
was estimated at 52,036,000 board} © 
feet, 10 percent more than in 
March. | 

CLAY PRODUCTS—April out-) 
put of two major clay products, un-) 
glazed brick and structural clay) 
tile, maintained the high level 
achieved during the first three} 
months of 1947. Output of vitrified 
clay sewer pipe fell below previous 
1947 levels. 

BRICK -~— April production of 
common and face brick (387,124,000 
units) exceeded March output by 
11 percent, but was three percent) 
lower than April of last year. Ship-/ 
ments were slightly in excess of) 
production. Stocks at the end of} 
April were twice those of April) 
1946, but only 50 percent of prewar) 
levels. é 

CLAY SEWER  PIPE—Aprilf 
producticn of 101,964 tons declined? 
seven percent from March, but was} 
58 percent above April, 1946. Ship-J 
ments exceeded production by 4f 
percent. Stocks at the end of Apri! 
were slightly above those of April 
last year but well below normal. § 

STRUCTURAL CLAY TILE-§ 
Output of 107,115 tons in April 
was 10 percent greater than it} 
March and in April, 1946. Ship 
ments in April matched production. § 
Stocks at the end of April, 1941f 
were 2.5 times those of April, 1946.9 
but still below normal. ; 

GYPSUM BOARD AND LATH-§& 
May production of gypsum boar t 


































































i; va 


| 
ents bf 
will apf 
eet an 
1e@ same 


Lad) 


at 


1D 
b> 
‘A 
a 


» of In- 
by thei 
nost off f 
was nop 
rter. 


eeenmneee# 68 
* 
* 


ssueeeweaeunaeanua @ 


aighail, 


A 





‘\ 
io om sesceaeenemaeaeeaeeaee 
flooring} 


y shows!| / 


rk and : / 
1 insuf- if ) 
ee: ee 


in many 
f Com- 
survey | 


Ss 


~~ 


j 


the first 
15 per- 


eo for your hardware 


lual ma-|! | 


vel rg a el department 
grades,| | oe Pe : 

10 board) § a“ 4 ~ ; 

than in} J 

yril out- 

ucts, un- 

ral clay . 

rh level - 4 All the hardware you need to conduct a 


‘t three ‘ ‘ ‘ , 
wikvitiel # . | profitable volume business is contained in the 
t iH 


previous new “Store-within-a-store” offered by YALE 


ti | Distributors. 

10n~ Ol 

1,124,000 

itput by - This compact cabinet is a complete sales 
- percen! r ‘ i 

a. Ship- ne unit. The variety of hardware it carries serves 


xcess of OR, : the most likely needs of your home-builder 
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Farmers have cgnfidence in Red Brand fence 
confidence built through years of honest merchan- 
dising and stead¥ advertising. They look for Red 
Brand ... ask for it by name. 


When you display and advertise Red Brand fence, 
you add confidence to your store. Yes, Red Brand 
fence actually attract§more good customers . . . pros- 
perous farmers who are top prospects for your other 
products as well. 





KEYSTONE STEEL & WIRE CO. PEORIA 7, ILLINOIS 
10 
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and lath was estimated at 300 million 
square feet, two percent above the 
April output. Gypsum lath output, 
reported at 120 million square feet, 
was two percent above April and 
40 percent of the total board pro- 
duction for the month. 

Production during the first five 
months of 1947 indicates an annual 
rate of about 3,600,000,000 square 
feet of gypsum board and 1,400,- 
000,000 square feet of lath. This 
high production rate is expected to 
bring supply and requirements in 
balance for 1947. 

CEMENT—April production of 
14,566,000 barrels of finished Port- 
land cement was a record for that 
month. It was two percent above 
March output and 14 percent above 
April, 1946. 

ASPHALT ROOFING MATE- 
RIALS—April shipments of  pre- 
pared roofing, siding materials and 
felts totaled 7,546,000 squares, an 
all-time high. 

BUILDERS’ HARDW AR E— 
April output about the same as that 
in each of the preceding three 
months. Supply of butts, hinges 
and heavy hardware’ improving 
owing to easing of demand. 

NAILS—Output of wire nails 





and staples increased from 77,000 | 
tons in March to 77,389 tons in [| 


April. The April level is slightly 
above the average monthly rate for 
the first four months of 1947. The 
government does not expect this 


rate will stay up because of the § 


ending of subsidy payments. 








CAST IRON RADIATION— § 
April production was 4,820,000 E 
square feet, slightly less than the 


March output. 
PLYWOOD 


Almost record output still i 


fails to meet current demand 


FOR the first half of 1947 fir] 
plywood production was at the rate 
of nearly 1,600,000,000 square feet § 


a year. Current output is only 
slightly under the record of 1.8 bil- 
lion square feet reached in 1942. 

However, demand for plywood 
still outruns supply, it was pointed 


out at the annual meeting of opera- 


tors in Tacoma, Wash. Today, one- 


third of the output is all-purpose § 


exterior type panels bonded with 
waterproof adhesives. 


Arnold Koutonen, Olympia, gen- 
eral manager of the Plywood Di- 
vision of St. Paul and Tacoma 
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our best salesmen go through y tf -for you! 


In the merciless Weather-Ometer, 

carey shingles, sidings, roofings, 
Coatings, are tortured with blistering 
heat... frigid cold . . . blazing sun- 
light... torrential downpours. A scant 
few weeks in this “manufactured hell’’ 
is more punishment than you'd expect 
any building material to take in a 
housetime of normal service. And any 
CAREY product that can’t weather rough 
weather here isn’t good enough for 
your the 
form goodness of CAREY products wins 


continuing customer satisfaction . 


customers. Results: uni- 


makes ‘em the best salesmen we have. 


THE CAREY WEATHER-OMETER is just one 
example of how Carey's thorough and 


in Canada: The Philip Carey Co., Ltd. 
1557 MacKay St., Montreal 1, P. Q, 


PHILIP CAREY 


MANUFACTURING 


BuitbinG Pkopucts MERCHANDISER, July 10, 1947 


intensive research proves-in prod- 

ucts under tougher-than-average 
conditions. It's part of the painstaking 
program that’s made carey a leading 
producer of quality building materials 
for 74 years. 


RESEARCH AND DEVELOPMENT facilities at 
carey have been doubled. Here, we'll 
strive to push the quality level of CAREY 
products to even higher levels. And 


the 


Asbestos Shingles and Sidings 


Asphalt Roll Brick Siding 
Roof Coatings and Cements 





here Carey's men of science 


will continue their endless 
search for new and better products to 


serve the building industry. 


ves, our best salesmen go through hell 
... for you and your customers. Why 
not take advantage of that and put 
them to work building good-will and 
new business for you? It pays to make 
full use of 


line 


Asphalt Shingles and Roofings 
Rock Wool Insulation 
Asbestos Coverall Wallboard 


Waterproofing Materials 


Miami-Carey Bathroom Cabinets and Accessories 





co., 





CINCINNATI 





13, OHIO 








































YOU GET WEATHER- 
TIGHT CONSTRUCTION 
WITH THESE OUT- 





STANDING BALANCES! 


Elimination of weight 
boxes assures weath- 
er-tight construction 
. ». no air leakage 
through or around weight box. 
Insulation can be brought in 
direct contact with frame. 














Popular types of weather 
stripping can be used. Since 
there are no pulley holes or 
hollow weight boxes, the so- 
called “elsewhere” air leak- 
age, which weather stripping 
cannot prevent, is eliminated. 
See your jobber today for 
complete details or write di- 
rect. 

Our 53rd Year of Quality Production 

























MILWAUKEE STAMPING COMPANY 
806 S. 72nd STREET, MILWAUKEE 14, WIS. 





MANAGEMENT 


Guarantees the true spirit of 


Slashitalty 


. . it always prevails in every 
perfect detail of the service and 


atmosphere you'll enjoy at 





Lhe 
DRAKE 
Chicago 


Edwin L. Brashears 
PRESIDENT 
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Lumber Co., was elected president 
of the Douglas Fir Plywood Asso- 
ciation. J. W. Forrester, general 
manager, Coos Bay, (Ore.) Lumber 
Co. was elected vice president. 
Leonard Nystrom, Eugene, presi- 
dent of the Associated Plywood 
Mills, Inc., was named secretary 
and Joe H. Smith, Tacoma, general 
manager, Puget Sound Plywood, 
Ine., treasurer. 


MORTGAGE LOANS 


U. S. Savings & Loan League 
reports record volume for '46 
MORE mortgage loans outstand- 
ing than at any previous year-end 
since 1930 was the situation of the 
savings and loan associations at the 
close of 1946, the United States 
Savings and Loan League reported. 
The total credit which home own- 
ers were using from these insti- 
tutions on December 31, 1946 was 
$7,229,000,000, according to Morton 
Bodfish, Chicago, chairman of the 
League. 

The number of borrowing fami- 
lies was 2,200,000, according to the 
League’s estimate, so that the aver- 
age amount for which a home was 


mortgaged was the modest sum of 
$3,286, Mr. Bodfish said. 

He pointed out that the borrower 
group includes 350,000 World War 
II veterans who are getting their 
financing from the associations un- 
der the special terms of interest, 
repayment period, and no down- 
payment requirement stipulated in 
the Servicemen’s Readjustment Act 
of 1944. Thus about one out of six 
of the home-owners the associations 
are serving today are veterans. 


JUNIOR LUMBERMEN 


Middle Atlantic graduates 
form permanent organization 
ENTHUSIASM characteristic of 
so many of the 30-day refresher 
courses has taken root in the or- 
ganization of a group of youthful 
graduates of a course sponsored by 
the Middle Atlantic Lumbermen’s 
Association. The first meeting was 
held in Baltimore. 

William T. Wolf, Wolf Supply 
Co., York, Pa., is president of the 
new organization tentatively named 
the Junior Middle Atlantic Lum- 
bermen’s Association. James 5%. 
Stafford, South Cumberland Plan- 
ing Mill Co., Cumberland, Md., is 


first vice president. Robert P. 
Blackmore, Schwars Lumber Co., 


Jersey City, N. J., is second vice 



























































“There's a complete set of directions. 
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You won't have a bit of trouble.” 
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ASK MEN WHO USE THEM 


HERE are Loggers near you who are 
using LOGGERS DREAMS . . .they'll be 

ad to give you case histories of their 
use... write us for names so you might 
ee one in operation. 


More and more LOGGERS DREAMS are 
rolling off Taylors assembly lines, 
mounted on brand new standard heavy 
duty truck chassis. The loader is pow- 
red with 100 hp Ford industrial en- 
igines. Both truck and LOGGERS 
MDREAM are easy to service anywhere. 
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ECOGNIZED by loggers here and abroad as the 
most practical, fastest and easiest operating log 
skidder and loader ever built, the LOGGERS 
DREAM is rapidly being adopted as standard equip- 
ment of the industry the world over. There’s a reason. 


Pays ds Way from Stump to Mill 


In this one machine you can meet nearly every problem 
in the woods... It skids and bunches over bogs, 
creeks, steep land and gullies . . . It can load your 
trucks with big, high loads in ten minutes or less... 
You have four selective drum speeds, and a handy re- 
haul device runs the tongs back some 800 feet to 
make skidding easy on your men... A three man 
crew can set up and handle complete operation. Write 
for more particulars now. 


AYLOR MACHINE WORKS 
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LOUISVILLE, MISSISSIPPI 


NEWS aed TRENDS 


president; F. Oliver Keely, Jr., S. 
S. Keely & Sons, Lafayette Hill, 
Pa., is secretary, and Robert E. 
Holsinger, Holsinger Lumber Co., 
Staunton, Va., is treasurer. 


LABOR LAW EXPLAINED 


THE effect of the Taft-Hartley 
Act upon employers, union and em- 
ployes is explained in down-to- 
earth language in a report pub- 
lished by Labor Relations Institute, 
New York. 

It is called “‘How to Operate Un- 
der the New Labor Law.” The 
price is $2. Copies may be secured 
by writing the Institute, 1776 
Broadway, New York 19, New 
York. 


ASPHALT ROOFING 


HERE is evidence by the asphalt 
roofing industry that high volume 
can keep prices down even when 
costs are up. 

The figures reveal an 82 percent 
increase in production, an increase 
in manufacturing costs ranging 
from 25 to 50 percent and only a 
14 percent increase in the whole- 
sale price of asphalt strip shingles 
since December, 1941. 


HIGH PRODUCTION-LOW PRICE 


jecember, 1941 ~ 100% 


ASPHALT STRIP 
SHINGLES 


14% 


ALL COMMODITIES 
ALL BUILDING MATERIALS 


*Increase in Wholesale prices **Production Increase 
Dec. 1941-March, 1947. Dec., 1941-March, 1947. 


SOURCE: *Bureau of Labor Statistics 
** Asphalt Roofing Industry Bureau 


In 1946, according to the De- 
partment of Commerce, asphalt 
roofing provided 86 percent of the 
new construction and_ reroofing 
needs of the country. 


%- 
i = Peak production, says the As- 
Cc 4 i\ phalt Roofing Industry Bureau, has 


BS largely offset higher manufacturing 
MANUFACTURING COMPANY. I mT costs by lowering unit costs, en- 
PITTSBURGH 12, PENNSYLVANIA ef mite WEA Me ace abling the industry to sell its prod- 
ucts generally at a lower price than 
in 1926, the base period for com- 
puting the rise and fall of whole- 

sale prices. 
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ACCENT ON YOUTH 


Sixty-five percent of American students believe that 
the government can manage the economy as well or 
hetter than private enterprise! 


Such was the finding of a survey of college and 
university students made by the Psychological cor- 
poration and reported to the United States Chamber 
of Commerce recent annual meeting by Dr. Henry 
C. Link. 


This condition is aggravated by the fact that many 
high school and college teachers are comparatively 
underpaid and are therefore motivated by leftist 
tendencies. 


Acknowledging that we are faced with a real battle 
to perpetuate freedom in a totalitarian minded world, 
how can we win the battle on the foreign front when 
the principles of freedom and private enterprise are 
being undermined at home? 


With the coming generation already 65 percent 
totalitarian in its thinking—even if we should win 
the fight on the foreign front, might we not find our- 
selves with a hollow victory on the domestic front? 
is ; 

How can we go about reversing this trend of politi- 
cal and economic thinking among the on-coming gen- 
eration? ‘ 


Experience is the most effective of all teachers. 


The best road to knowledge, conviction, construc- 
live habits and intelligent action is experience. 


Che impact of “isms” and foreign ideologies on 
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the minds of our youth can best be offset by experi- 
ence. 


Our generation believes in private profit and enter- 
prise because we have experienced it. 


What better way to straighten out the thinking of 
these leaders of tomorrow than by helping them ex- 
perience private enterprise, encounter profit and loss, 
acquire capital and private property and become 
familiar with the tools of enterprise management? 


Surely this is the way to set behavior patterns in 
the world of Freedom! 


One specific implementation of this philosophy 
now available to dealers everywhere is the Junior 
Achievement movement described elsewhere in this 
issue. * 


The products of the lumber and building material 
establishment are especially adaptable to the needs 
of youngsters starting Junior Achievement companies. 


It-is hoped that our executive readers will not only 
study this article but will also review the possiblity 
of sponsoring one or more Junior Achievement com- 
panies locally. 


Full information will be supplied on reguest. 


*See Page 46 


EDITOR 
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INTERIOR view of Whittier store shows neat shelves of merchandise on display. 
is kept on shelves behind displays in the sales room. Although these are not visible to the 
customer, it takes the salesman but a moment to step back and obtain an item. 





Extra stock 


Barr Builds for the Future 


Retailer combines progressive service to home 
owners with incentive plans for yard managers. 


ILBUR BARR, Master Mer- 
chant of the Light Construc- 
tion Industry, heads a merchandis- 


ing organization in Southern . 


California. He is president of the 
Barr Lumber company, which oper- 
ates seven retail yards in Santa 
Ana, San Juan Capistrano, Orange, 
Whittier, Pico, Norwalk and Ar- 
tesia. Aided by Lou Adolphsen, 
general manager of the firm, he 
has built the sales volume of the 
seven yards to approximately $1,- 
500,000 per year. 

The firm sells lumber, millwork, 
panels and wallboards, roofing, in- 
sulation, hardware, paint and 






OFFICE building and store at the Whittier yard is shown at the left. 
Calif., is shown at the right. 


mason’s supplies. In line with the 
policy of offering complete homes 
it expects to handle electrical sup- 
plies and appliances and plumbing 
fixtures. 

The Santa Ana yard covers five 
acres and is the largest of the line. 
It houses the main office and serves 
as feeder for the other six yards. 
The yard carries very complete 
stocks which it handles efficiently 
with a lumber carrier and fork-lift 
truck. Deliveries can be made from 
this main yard to any of the branch 
yards within a couple of hours as 
all of the Barr yards are located in 
towns fairly close together. 


As the war drew to a close Mr. 





Barr and Mr. Adolphsen mapped 
plans for a store and yard moderni- 
zation program. Improvements have 
been effected in all seven yards but 
the greatest progress has been made 
in the stores at Santa Ana, Whit- 
tier and Orange. 

The Orange yard is particularly 
interesting. Located near the down- 
town section it occupies only three 
regular city lots. It carries com- 
plete but shallow stocks. The Santa 
Ana yard makes many direct-to-job 
deliveries for the Orange store. 


CONSUMER SERVICE 


THIS year the Barr 
company published an 


Lumber 
employee 





One of the yards in Orange, 
Note the convenient driveway beside the store. 
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Barr's Incentive Plan 
for Retail Yard Managers 


A profit-sharing and incentive plan for yard mana- 
gers was adopted more than a year ago by Barr Lum- 
ber company and has proved successful. The manager’s 
bonus is based on his efficiency rather than gross sales 


volume. 


The manager is expected to be normally effi- 


cient to justify his basic salary. Beyond that point his 
income goes up as he increases the spread between the 
cost of doing business and the selling price of the mer- 


chandise. 


Here are the rules under which the plan 


operates: 


r. 


~] 


The incentive pay earned by each yard manager is 
based 75% on the operation of his own yard, and 
25% on the performance of all yards combined. 
(This policy was set by majority vote of yard man- 
agers.) 


Incentive pay is calculated once each month and is 
paid by separate check as soon after the end of the 
month as the necessary calculations can be made. 


This payment is calculated as a percentage of the 
regular salary of the manager and is dependent on 
the improvement in “yard gain” as a percentage 
of net sales. 


The items used in calculating this percentage are 
shown in the “Yard Gain Report,” copy of which 
is shown here. Attention is called to the fact that 
“vard gain” can be increased by improved per- 
formance or increased volume or both. 


The inventory figure used in computations will be 
the book inventory. Inventory adjustments result- 
ing from a physical inventory will not be permitted 
to affect the calculations. 


As indicated in the report, there is a monthly 
charge for bad debt reserve. At the end of the 
year any portion of this reserve not used by losses 
written off, will be credited and the percentage for 
December will be correspondingly increased. 


The benefits accruing from the operation of a - 


home office and the expense of this operation re- 
quire 8% of yard gain to net sales for satisfactory 
operation. Five percent (5%) of extra pay will 
be paid for each 1% by which this figure exceeds 
8%. 

There is no limit to the extra pay that may be 
earned. It is the sincere hope of the Company 
that managers will soon be earning 40 or 50% 








Net Sales 
Cost of Materials Sold 
Mill Expense 

Mill Wages 

Gross Operating Profit 
Add Other Income: 


Total Other Income 
TOTAL INCOME 
Expenses: 
Advertising 
Auto Expense 
Donations 
Dues 
Fees and Costs 
Garage Expense 
Insurance 
Office Expense 
Rentals 
Social Security Taxes 
Stamps and Stationery 
Taxes ; 
Telephone and Telegraph 
Yard Expense 
Office Salaries 
Chauffeur Wages 
Yard Wages 
Bad Debt Reserve 
Facilities Rental 
TOTAL EXPE'NSE 
Yard Gain 


Per Cent 


YARD GAIN R EPORT 


Bad Debts Collected 
Interest 
Miscellaneous 


Yard Gain to Net Sales 








10. 


extra pay and will continue to improve steadily. 
(Some managers have done this since plan went 
into effect.) 


Incentive pay will continue during vacation periods. 
It will also be paid during sick leave provided the 
leave does not involve replacing the manager. 


It is hoped that this plan may continue in use per- 
manently without change, however, it is recognized 
that such a plan must operate to the best interest 
of both the managers and the Company. If it falls 
short of this, it should be revised or it may be 
terminated at the end of any month upon 30 days’ 
notice by either the Company or the individual 
manager. 











manual which not only lists com- 
pany regulations but also gives the 
worker valuable information on in- 
surance, taxes, etc. The following 
quotation from the introduction to 
that manual perfectly expresses the 
firm’s attitude toward the public it 
serves: 

“What is the real reason for the 
existence of Barr Lumber company 
(or any other business organiza- 
tion)? Isn’t it human needs and 
wants? 

“People need houses for shelter, 
they need garages, warehouses, 
stores and offices for the same rea- 
son. We are in business to help 
fill those needs. 

“Sometimes it is wrongly said 
by businessmen that they are work- 
ing only for a profit, or by crafts- 
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men that they are working only for 
a wage. Profits are good, wages are 
necessary, but let’s remember that 
they are the reward for services, 
because it makes a lot of difference 
what kind of a job we perform if 
we remember to keep first things 
first. While we are on this subject 
let’s consider it a little further. 
“Shelter is protection from rain, 
heat and cold, but it is more than 
that. It forms the background for 
family life. It should be convenient 
in order that household tasks may 
become a pleasant duty rather than 
a routine drudgery. For the same 
reason the house should be beauti- 
ful. That doesn’t necessarily mean 
that it need be costly. We have all 
seen among the houses of our 
friends some that have charm 


(beauty of color and proportion) 
while others lack that quality en- 
tirely, though they have been built 
of better and more expensive ma- 
terials. 

“To do our job well we should 
help our customers in matters of 
design and cclor as well as in those 
of materials and construction. We 
owe our customers guidance in ar- 
chitecture, and for that reason we 
work with architects and the best 
contractors in our community. We 
feel a sincere obligation to our cus- 
tomers to help them use to ad- 
vantage in their houses and other 
buildings good materials, good de- 
sign and color, and good workman- 
ship. That is real salesmanship. To 
help our customers get all they are 
entitled to for the dollars they spend 
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REPRODUCTIONS of pages from “So You’re Planning to Build.” This gooa val 
natured little booklet has the professional touch, with brief copy and car- the 
toons of slick-magazine quality. It orients the prospective homeowner to . 
the problems he will face and sells Barr Lumber company as the firm with Ba 

which to deal. pre 
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in building a house that all can 
rightfully call a home is indeed a 
worthwhile service. 

“Every employee is a community 
representative of the Barr Lum- 
ber company and should sincerely 
reflect to all persons our company 
attitude and business policy.” 

Barr backs this up with a com- 
plete package selling program. They 
advertise complete homes and offer 
service from design through fi- 
nancing. They handle everything 
for the consumer but select a suit- 
able contractor for him rather than 
taking the contract themselves. This 
same service is offered for farm 
buildings and property improve- 
ment jobs. 

There is currently considerable 
interest among building products 
merchants in profit-sharing and in- 
centive plans. For this reason a 
complete description of the Barr 
Lumber company incentive plan for 
yard managers is published on 
these pages. It was adopted by Mr. 
Sarr more than a year ago and has 
proven successful in practice. At 
present he is working on plans for 
a profit-sharing system for the 
other classifications of employees. 











Research House Program . 

Illustrated here is one of three houses designed for the Barr 
Lumber company during its “design and materials research pro- 
gram.” This activity was not only valuable publicity for the firm but 
also strengthened its position as a coordinating factor in the local 
home building industry. 

Three architects respectively described as conservative, progressive 
and modernistic were given identical sets of instructions as follows: 

“To design a stylish, colorful, homelike two bedroom house on an 
inside 50’ x 150’ level lot, with the plan arranged to permit the 
principal approach from either end of the lot. The garage should 
be a separate unit subject to different placements on the property. 
A separate bedrooom unit with a small bath is also desired. This 
may be designed for direct attachment to the house or may he con- 
nected by a porch or passage. 

“Style is left entirely to the Architect. The Barr Lumber Company 
considers appearance values to be of first importance and wishes 
to have the Architect satisfy himself that his design is as lovely as 
he can make it, and is of regional character appropriate to the 
Whittier-Santa Ana area. 

“Any materials may be used. If new materials have qualities the 
Architect would like to include, it is hoped they will be utilized. 

“If specific selection of elements like stove, refrigerator, or other 
equipment would make for more intelligent planning, the Architect 
will please include them. 

“Architectural services are to include necessary sketches, working 
drawings, full size details, and specifications. It is requested that the 
specifications be subdivided under the following headings: Founda- 
tions; Floor system; Walls (including items connected with the 
walls like case work, doors, windows, etc.); Painting and Equip- 
ment (gadgets). 

“A perspective, suitable for publication is desired, and two con- 
sultations with the yard managers of the Barr Lumber Company, at 
which the Architect will explain the reasoning behind his design, are 
also anticipated.” 
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EADERS OF the AMERICAN 

LUMBERMAN & BUILDING 
PRODUCTS MERCHANDISER have 
probably never heard of the Acme 
Wood Products company, Bridge- 
port, Conn., manufacturers of flow- 
er trellises. Subscribers to this 
magazine are not likely to be 
acquainted with the Kraftwood 
company, Elizabeth, N. J., manu- 
facturers of lawn chairs, or the 
Consolidated Achievement com- 
pany, Dayton, Ohio, which produces 
wooden mail boxes. 

Your top salesmen will not find 
these firms among their prospects. 
The most diligent billing clerk will 
never uncover them in his account 
ledgers. Market-wise executives 
may scan their trade guides with- 
out discovering a listing of these 
firms. Yet, these companies are 
the most important factors in busi- 
ness, in America today. They are 
three of the 831 Junior Achieve- 
ment companies scattered through- 
out the nation. They are the hope 
of the future of your business and 
mine. They are the instruments 
with which American businessmen 
can strengthen and preserve pri- 
vate enterprise and our democratic 
system of capitalism. 

Junior Achievement is a non- 
profit, non-political, non-partisan, 
non-sectarian organization of busi- 
nessmen dedicated to the purpose 
of educating American youth 15 to 
21 years of age in the ways and 
methods of the business system 
which built America and eventu- 
ally helping them to become en- 
lightened citizens and businessmen 
of the future. 


UNDER LOCAL MANAGEMENT 
WORKING through _ regional 
committees, Junior Achievement 
encourages teen-age boys and girls 
to set up business companies pat- 
terned after adult firms. In each 
community where the program is 





*Vice President, Johns-Manville Sales 


corporation; past president and direc- 
tor, Producers Council, 
Executive committee, 
ment, Inc. 


Inc.; member, 
Junior Achieve- 
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American Business 
Looks to Youth for Leadership | 





BY LARRY C. HART* 


ASSEMBLING a miniature replica of building 

wall which their company produces for an 

insulation manufacturer are Martin Hielbrunn, 

treasurer, and Manny Milstein, production 

manager, of the J. A. Woodcraft company, 
New York. 


in operation it is under the man- 
agement of local representatives of 
management, labor, education and 
civic affairs. 

Founded in 1926 by the late Hor- 
ace A. Moses, chairman of the 
Strathmore Paper company, Spring- 
field, Mass., Junior Achievement is 
designed to meet the needs of 
youth for the practical training 
and experience which will help 
equip them to take their places in 
the economic life of America. It 
does not conflict with other youth 
organizations, such as the Boy and 
Girl Scouts. There is no connota- 
tion whatsoever with respect to 
juvenile delinquency or reform pro- 
grams. High standards of char- 
acter and intelligence are required 
membership qualifications in Jun- 
ior Achievement companies. 

Each Junior Achievement com- 
pany has a sponsor—a local busi- 
ness concern or a civic, professional 
or service group—from_ which 
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adult volunteers are drawn to ad- 
vise the teen-agers in finance, pro- 
duction, sales and advertising. The 
companies meet one night a week 
for a period of one year in which 
they go through the entire life of 
a corporate business—from crea- 
tion of the original idea to the 
final liquidation of the business. 


RAISES OWN CAPITAL 

EACH company is incorporated 
under a franchise from the nation 
al Junior Achievement headquar- 
ters, elects its own officers, raises 
its own capital by selling stock at 
50 cents per share to relatives, 
neighbors and the general public, 
produces a product or service and 
sells it to consumers. To be suc- 
cessful, operations must produce a 
profit with resultant dividends to 
stockholders. Each member must 
own at least one share, but not 
more than five, in his company. 

Junior Achievement is a leisure- 
time program and does not inter- 
fere with studies or with social and 
recreational activities. Generally, 
members devote not more than two 
to three hours, once or twice a 
week to their special duties, as as- 
signed within each company. 

The types of business operated 
by Junior Achievement companies 
include the manufacture and sale 
of products made of wood, metal, 
plastics, cork, leather and chem- 
icals; needlework, silk screens, 
greeting cards, sewing and clay 
modeling; journalism, radio-broad- 
casting, advertising, photography, 
job printing, typing, mimeograph- 
ing, opinion survey, entertainment 
and similar services. 

Because it is interested in fos- 
tering in our youth, the leaders of 
industrial tomorrow, a knowledge 
of and a belief in our private sys- 
tem of free enterprise, our com- 
pany has joined other producers 
and distributors throughout the 
country in this Junior Achieve- 
ment program. Qualified and in- 
terested employees are now acting 
as adult advisers (on a voluntary 
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basis) to these miniature com- 
panies. Our company has spon- 
sored 32 such companies during the 
past school year. 


LEARN BASIC BUSINESS PRINCIPLES 

IN JUNIOR Achievement, teen- 
agers learn the basic operating 
principles and practices of busi- 
ness; bookkeeping, cost accounting, 
overhead expense control, purchas- 
ing and stock inventories; the plan- 
ning of sales and advertising cam- 
paigns, distribution and the imple- 
mentation of merchandising plans. 

Junior Achievement supplements 
rather than duplicates the type of 
education provided in our schools. 
It enables young people to apply in 
actual practice the _ theoretical 
knowledge obtained in their scho- 
lastic training. 

In order to expand this program 
nationally and to increase its effec- 


tiveness locally, Junior Achieve- 
ment solicits funds. Contributions 
to Junior Achievement are tax 


exempt. The National headquar- 
ters are located at 345 Madison 
avenue, New York 17, N. Y. In 
areas where J. A. is organized, 
there is need of additional spon- 
(the business firms and civic 
organizations which provide the 
services of volunteer advisers. ) 


sors 


MAIN BENEFITS OBTAINED 

BY THE actual testimony of 
Junior Achievers who have served 
their period of industrial appren- 
ticeship, the benefits obtained place 
particular emphasis upon the fol- 
lowing: 

1. A clear understanding of 
business principles. 
Departmental coordination 
between production and sales. 
+. Vital importance of product 

advertising. 


bo 


4. A genuine understanding of 
economics. 


» Vocational aptitudes and 
adult employability. 
6. What it takes to make a 


profit. 

By actual testimony of individual 
advisers who have contributed to 
the development and operation of 
Junior Achievement companies, 
many benefits have accrued to the 
sponsors themselves. In addition 
to the perfectly natural personal 
interest in young people, Junior 
Achievement sponsorship has con- 
tributed very largely to the devel- 
opment of greatly improved local 
public relations. This has been 
found to be most effective in local 
communities where industrial work- 
ers and office employees reside. 


SHOWN working in shops above and right 

are three more of the boys who are learn- 

ing business methods under the Junior 
Achievement plan. 


These young people carry to their 
home firesides the business prin- 
ciples upon which private enter- 
prise is founded, resulting in a bet- 
ter understanding of the ethics and 
creeds of management in our in- 
dustrial life. 

In business locations, both in 
large concentrated industrial cen- 
ters and in isolated industrial com- 
munities, management, through ac- 
quaintanceship and relations with 
the young people, has found an 
excellent opportunity to promote 
the development of future busi- 
nessmen and businesswomen in 
their own respective parent com- 
panies. 

Experience has shown that young 
people who participate in the oper- 
ation of these miniature companies 
sincerely appreciate what has been 
done for them by the sponsoring 
companies and by the expert advis- 
ers supplied by the sponsors. In 
practically all cases, this apprecia- 
tion by the youngsters themselves 
is more than adequate reward for 
the time and effort contributed by 
business adults to the work of this 
most deserving movement. One 
nationally known director connected 
with Junior Achievement since its 
start has said publicly on many oc- 
casions—“Any businessman of to- 
day who gives of his time and 
interest to the cause of Junior 
Achievement will earn the undying 
gratitude of the leaders of tomor- 
row.” 

The Acme Wood Products com- 
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pany, Bridgeport, Conn.; the Kraft- 
wood company, Elizabeth, N. J.; 
and the Consolidated Achievement 
company, Dayton, Ohio, will have 
lived their full life span by the 
time this article appears in print. 
After their liquidation new com- 


panies will be formed. Through 
this process of liquidation and mul- 
tiplication, Junior Achievement ex- 
pects to have, by 1950, 30,000 com- 
panies employing 360,000 teen-age 
workers with 1,800,000 stockhold- 
ers. This will mean that each year 
more than two million Americans 
will participate in the Junior 
Achievement program to preserve 
free enterprise, freedom of oppor- 
tunity for management, labor and 
investors, freedom to work and live 
as Americans. 


47 





Fast, reliable technique, based on the camera 
and skilled estimator, have placed the build- 


ing division of John Schroeder Lumber & 
How the Camera Supply company, Milwaukee, in the van- 


guard in this highly specialized field. 


is Used to Sell Remodeling 





OMBINING THE WORK of the camera in the 

hands of a salesman with the knowledge of a 
skilled estimator can add up to a fast, reliable and 
profitable remodelling business. 

Just such a business has been established in the last 
11 years by the John Schroeder Lumber & Supply 
company, Milwaukee, under Ray J. Hall, manager of 
the building division. 

This division has further room for expansion in the 
spacious new retail store built by John Schroeder, pres- 
ident of the company, and plans outlined in this ar- 
ticle indicate the foresight of the management in this 
direction. 








BUILT ON EXPERIENCE 


THE original ideas Mr. Hall has put to work in 
this business come from one approaching the field 
as a stranger. The system that is now producing effec- 
tive results did not evolve overnight. 


“Only the greatest stick-to-itiveness has allowed 





SERVICES of an architectural draftsman and a good supply of en- : ‘ 
larged before-and-after pictures are available to the customer at us to discover the essential channels of procedure and 
the office. to learn the necessary equipment to use,” says Mr. 

Hall. 


“It took years to discover the many evils that exist 
evils that not only retard the successful performance 
of building a successful lumber company building 
division, but in a majority of cases ruined it all to- 
gether in many sections of the country. To me this 
condition was really a challenge because I came from | 
a field far remote from building. After 25 years of | 
living in hotels on two continents, I did not remember 
what a house looked like inside, let alone what it was 
made of! With this open and green mind, I was per- 
haps able to recognize the obstacles that held us back.” 

One mistake frequently made in this field, at least 
(Continued on Page 53) 












CONVENIENT monthly terms are advertised by signs erected at 
consumer counter of the building division headquarters room on the 
second floor. 










RAY J. HALL, head of the building division, depends on the dicta- 
phone since speed is essential in estimating. Other members of the 
division are Reed C. H. Du Clos, Ray J. Hall, Jr., Paul H. Casey, Art 
F. Wellnitz and Jos. T. Kelnhofer. Mr. Wellnitz is project supervisor, 
others are salesmen. 
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BRILLIANT exterior was possible by utilizing waterproof plywood impregnated with plastic. Behind 
the spacious Thermopane windows is a display room 60x24. Quite a change from the quartered oak 
interior of the old Schroeder store. 


New Store Opens Era in History of 
John Schroeder Lumber & Supply Company 


Headquarters for “A Dozen Boards or a Dozen Carloads” reveals 
careful planning with view to affording the best in prompt, 
efficient consumer service, not forgetting employe comforts. 


ITH ALL modesty, John 
Schroeder Lumber & Supply 
company nevertheless takes credit 
for a number of “firsts” in the Mil- 
waukee retail lumber business. 
Last of these is the sparkling, 
modern retail store, photos of which 
you see on these pages. More than 
1,000 customers and friends of John 
Schroeder, president, visited the 
new store on opening day, June 7. 
So many floral tributes flanked 
the windows that two customers 
mistook the lumber yard for a flor- 
ist shop and stopped to buy flowers! 
Since then, Mr. Schroeder has 
erected the smart sign you see on 
the store and there have been more 
customers interested in buying 
building materials and fewer inter- 
ested in purchasing a nosegay. 


THIRD GENERATION LUMBERMAN 
SCHROEDER’S new quarters, 
located on a three-acre site, is the 
culmination of many years of plan- 
ning. The president, John Schroe- 


der, started work in the lumber 
business in his early teens in the 
company founded by his grand- 
father, John, and headed by his 
father, Fred. After his graduation 
from the University of Wisconsin 
in 1919, Mr. Schroeder worked in 
the old company’s saw mills and 
logging camps before entering busi- 
ness for himself in 1936. 
Continuing to operate the small 
store at the Walnut street yard for 
the time being, the focal point of 
the operation, of course, is the new 
store and yard at 4215 North Port 
Washington road. A casual survey 
of the store from the highway, a 
through route, would easily lead 
one to believe that the store is one 
of the most modern merchandising 
establishments in the city. And it 
is! The store is a low two-story 
structure sheathed in waterproof 
plywood impregnated with plastic. 
The exterior is white. Across the 
front of the store are six 7x9 Ther- 
mopane showwindows; also one on 
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each side of the building. Beneath 
the overhang is a paved sidewalk 
leading to the warehouse. 

Just to the right of the entrance 
is the switchboard operator who 
handles visitors and salesmen with 
equal courtesy. Mr. Schroeder, who 
likes to serve customers himself 
when time permits, plans always to 
have someone on the floor to greet 
incoming customers and direct them 
to the proper department. 

Several display islands for paints, 
builders’ hardware and numerous 
over-the-counter items are located 
on the first floor. The paint and 
wallpaper department is being ex- 
panded. These customers are made 
at ease at a desk at which they 
may sit to study available cata- 
logues and full samples that are 
on display in the window. 


SELLING WALLPAPER 


PAUL H. CASEY, who has charge 
of this department, had had seven 
years experience in the field. He 
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STANDING at the main consumer counter are Charles P. Drew, left, and H. B. Koerble. Mr. 
Koerble is secretary of the company, a former treasurer of the Wisconsin Retail Lumbermen’s 
association and prominent in Hoo-Hoo. 
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JOHN SCHRE DER 
LUMBER® SUPPLY@ 


ADOZEN BOARDS OR A DOZEN CARLOADS: 
QUALITY LUMBER 


BUILDING MATERIAL 

















the department, is looking over her shoulder. 










spends a good part of his time in 
the field calling on apartment own- 
ers and contractors. 

“Contractors are good applica- 
tors but poor salesmen,” says Mr. 
Casey, who urges contractors to 
send their prospects to the Schroe- 
der wallpaper department. Since 
the store is open until 9 p.m. on 
Friday night and until 4 p.m. on 
Saturday, women are given a better 
opportunity to visit the paint and 
paper exhibits with their husbands. 
Mr. Casey utilizes both wallpaper 
and paint to stimulate sales of one 
another. Both products are com- 
bined in the same department with 
a separate consumer counter. 

The interior of the building — 
both offices and display rooms—are 
finished in a variety of materials 
to afford customers opportunity to 
visualize how materials will look 
when used on their own projects. 

Most of the second floor of the 
store is being prepared for model 
kitchens, bathroom and hobby shop 
displays and possibly the wallpaper 
department. Three important offices 
are on the second floor. 

One of the busiest offices in the 
store is the building and remodel- 
ling division under Ray J. Hall 
which specializes in attic flats, con- 
versions, garages, additional bed- 
rooms and recreation rooms. The 
story of how this department oper- 
ates by the effective use of the 
camera combined with a skilled es- 
timator is told in a companion ar- 
ticle in this issue. 

A pleasant and roomy consumer 
customer room is situated midway 
on the second floor. Here the com- 
pany’s building experts can have 
the privacy of consultation with 





SEATED at the customer's table in the wallpaper department is Miss THIS light tool display is one of many exhibits on the main floor. 
Joan Leaf, an employe in that department. Paul H. Casey, head of Each item is price marked. Neat display at almost eye-level stimu- 


lates curiosity. 
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JOHN SCHROEDER, president, seated at the 

desk in his new first-floor office. Mr. 

Schroeder, a third generation lumberman, 
opened his retail business in 1936. 


their clients. Numerous floor plans, 
before-and-after remodelling pic- 
tures and other aids to house build- 
ers are available here. A movie 
screen is available to show custom- 
ers how completed jobs look in color 
and black and white. 

The third office on this floor is 
occupied by E. W. Haack, vice pres- 
ident of the company who has been 
associated with the Schroeder oper- 
ation for 28 years. Mr. Haack is 
in charge of industrial sales includ- 
ing traffic. Contacting plant mana- 
gers and contractors for carload lot 
sales and the details pertaining 
thereto makes Mr. Haack’s office 
one of the busiest. 


STORAGE FACILITIES 


A SPUR railroad track feeds the 
modern warehouse which is 156x66 
and the open shed, 48x112. A drive- 
way, two truckloads wide, affords 
excellent unloading facilities for 
the warehouse. Future yard plans 
call for an open truss shed for pro- 
tected storage and a small wood- 
working plant. The sizeable area in 
the rear of the store is more than 
adequate for customer parking. 


Mr. Schroeder has always been 
a heavy newspaper advertiser and 
was one of the first of the Mil- 
waukee retail lumber businesses to 
advertise. In his planned newspa- 
per advertising campaign, Mr. 
Schroeder has had the help of his 
brother, William, who is employed 
in the advertising department of 
the Milwaukee Journal. 


The brothers are convinced that 
concentrated advertising in one me- 
dia is more effective than spread- 
ing an appropriation thin in several 
directions. Consequently, they have 
depended heavily on display adver- 





E. W. HAACK, vice president, in charge of 

industrial sales, seated at the desk of his 

new office on the second floor of the new 
store. 


tising. In this connection, they 
worked closely with the Hines yard 
in Chicago, patterning their lay- 
out along the lines of that yard. 

Mid-week and Sunday insertions 
have been depended upon to draw 
trade. Art work is frequently em- 
ployed for visual effect and both 
price and product are generally em- 
phasized. A series of Schroeder ads 
has won a nation-wide contest spon- 
sored by the Newspaper Advertis- 
ing Executive association. A sample 
of their current ads is seen on the 
following page. 


Complete garage service includ- 
ing gas, oil and washing and gen- 
eral repairs is provided by contract, 
an effective method, Mr. Schroeder 
has found, for handling this branch 
of the operation. The store operates 





REAR of the store and the open air shed. An open truss shed and a small millwork shop will 
be erected in this space eventually. 





SPUR TRACK, which runs between the warehouse and the open air shed, facilitates unloading 
either under cover, in the open or on trucks. 
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...in His New 


Modern Lumber and Supply Store 
which Offers You New Home Building, Remodeling A: 
“and Home Needs. One Ccvmplete Package, Including Financing. 


DISAPPEARING STAIRS 


Folds Out of Sight 
UNITS $60-*° 
Sturdy, ex- 


pertly made of One regular and one Convert your attic into 
Ponderosa extension unit. usable space. This 

f th stairway can be in- 
pine, Masonite stalled in old homes 
Presdwood. and folds compactly 
out of sight. Average 
weight 85 Ibs. Counter- 
balanced with coil 
springs, 































New Handy 
SHELF 





GILBERT EHRMANN is yard superintendent 
five trucks including two trailers. 
EMPLOYE RELATIONS 
MR. SCHROEDER has always 
been a strong believer in sound em- 
Again Available ploye relations. In the Schroeder 


A rom * ¢ i c Cc e of cr operation this includes hospital in- 


surance, vacation and bonus plans. 


3 ft. wide, 3 ft. 
high, “1114 - in. 
‘deep: Nothing 
else to buy. 
Rustproof, 
cadmium- 
plated hard- 
ware included. 








$ 95 4 | os et Li ni n g A a and shower for hat 
5- Mothproof your present closets or attic storage personne: are prov ided in the base- 
ZA .. space perfectly and economically. ment of the new store. Complete 

en pan eset iar $@.00 dining facilities in the basement 
unit .....$4.95 combination of 2 reg- 40 sq. ff. in a carton & include leather upholstered seats. 








Monthly meetings of the sales staff 


* 9 sees 9 en se oy ] will be held here. The Milwaukee 
Remodeling a Repairing . Rebuilding - Lumbermen’s club will be enter- 
For Side Walls, Roof Uses For Shelving and Like r urposes: : : a 
and Blind Floors: Uses: 2x4s, 2x6s, 2.x8s, 2x10s 2x12s, — — ne ‘month. : 1 ia : 
1x4s and 1x6s. Inds, ix6s, 1x8; Ixl0n, Inl2s, -Sheathiog ea fee nec sesececeees 7e o: aon 5S Ceerene OF 


ganizing a Quarter Century club 
for veteran employes. At least half 
a dozen are eligible at this moment, 
a tribute to the Schroeder organiza- 
tion. 

Backed by the loyalty of efficient 





Masonite 


Presdwood Temprtile 


Smooth scored board for beautiful tile effects. Magical! Bathrooms or old 
kitchens transformed into modern gleaming miracles with Masonite Presd- 
wood Temprtilg that you can paint to give beautiful tile effects. Convenient 








sizes: personnel, Mr. Schroeder is ready 
ork. a5. on80 ®. out8 Pr. to start a new era in the history 
$9.56 $3.41 $4.26 $5.11 of Schroeder Lumber & Supply 
Per Sheet Per Sheet Per Sheet Per Sheet company, better prepared than ever 





to translate the company’s slogan, 
“A Dozen Boards or a Dozen Car- 


LUMBER & SUPPLY CO. 


"A Dozen Boards or a Dozen Carloads” 
4215 N. Port Washington Road EDgewood 6040 


3 Blocks North of Capitol Drive Downtown Yard Phone: LOcust 5722 
Open Daily 7 a. m. to 5:30 p. m.... Friday ’til9 .., Saturday, Yard ’til noon, Store ’til 4 p, m. 























NEWSPAPER advertising features products 
and prices. Note the attractive layout and 
use of art work. Free delivery is promised 
within Milwaukee County. 











ONE of the two semi-trailers operated by 

the company. Lorenz Hanke is the driver. 

Off-the-street consumer parking space at the 
right. 
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How the Camera is Used 
To Sell Remodeling 


(Continued from Page 48) 


under the system of procedure now established by the 
Schroeder building division, is to operate under the 
theory that the salesman must necessarily be a trained 
man in the building industry field—that he must know 
all the answers and all the prices. 


STREAMLINED SERVICE 

“OUR streamlining began,” explained Mr. Hall, 
“when we stopped trying to make a general contractor 
out of a salesman and just settled for a good closer. 
Constant training is essential, of course, for the sales- 
man must have a system under which he can begin 
to produce at once, both for his own sake and the com- 
pany’s. 

“That means that technical work must be done for 
him and it must be done quickly. A system of rapid 
estimating, specifications writing and rough sketches 
must be available. 

“In our case, a salesman makes a call, secures the 
desired information, takes present dimensions and 
then snapshots. These photos are enlarged by projec- 
tion on a screen. Then the estimating division takes 
over. The price, specifications and the salesman’s one- 
line sketch is handed him for closing that day, if 
necessary.” 

Under this procedure, as Mr. Hall points out, there 
is no lost motion. The salesman is kept busy taking 
pictures and closing jobs. The success of the operation 
depends on the skill of the estimator and his ability 
to supply costs, specifications and plans promptly and 
accurately. 

“Of course this system would not work,” adds Mr. 
Hall, ‘“‘without the presence of old man experience in 
the background to watch pricing, terminology of speci- 
fications and the ever-present unforeseen hazard of 
the human element. That brings us back to the sales- 
man, who does not need to be trained to the hilt. He 
begins to produce at once, because he has one focal 
point of experience to quickly handle all his leads and 
place the closing papers in his hands. Under this sys- 
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THIS filing system invented by Mr. Hall and called the Auto-file, 
enables him to see at a glance how far each of his current jobs has 
progressed. The cabinet has space for 100 plywood boards similar 
to the one seen in this picture. At the right is a lettered panel and 
a numerical index. By adjusting the sliding pointer (see arrow) to 
the appropriate numerical designation, and pressing a button, the 
filing board rises out of the cabinet to eye level. Papers that teil 
the running story of each project—blueprints, signed contracts, author- 
izations of changes, etc.—are posted as the job progresses and placed 
in permanent files when the job is completed. 


tem, one salesman takes the place of several] men work- 
ing under the old system.” 


USES SMALL AD 

A SMALL ad which appears regularly is the only 
method used to stimulate leads. A reproduction of one 
of these ads is shown on the following page. 

Operating under the salesman-camera-estimator 
plan, the Schroeder building division has but up a 
$200,000 annual business. 

Although the Schroeder building division covers the 
whole field—attic flats, additional bedrooms, garages, 


HOW a musty attic can be turned into an 
attractive attic flat for investment purposes is 
told in these before-and-after pictures. 
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recreational rooms, etc.—its lead business has been 
attic conversion. These are all packaged jobs. First, 
Schroeder offers to furnish estimates of a proposed 
job at no obligation. Then, the firm will follow through 
with materials, labor and financing. 

Emphasizing conversion as a smart investment op- 
portunity, Schroeder has prepared an attractive two- 
color folder showing interior and exterior before-and- 
after pictures. 

“You can get up to $50 to $60 per month or more 
and pay as little as $20 per month,” states the folder. 
It offers to handle monthly payments, either through 
the owner’s own bank or other financial institutions 
without down payment. Further, the folder points out 
that the building division will arrange for plumbing, 
plaster work, electric wiring, heating, floor sanding 
and other necessary work under one contract without 
charge for this service. 

The popularity of this service can be seen from 
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THIS photo and drawing shows an attic prior to remodelling and 
the plans later drawn and executed. 


the work tickets in this department. The building 
division has had 78 different jobs underway at one 
time ranging up to $9,000. Most of these were two- 
bedroom attic reconversions from $4,500 up. 


INVENTS TWO MACHINES 

MR. HALL has invented a filing machine, known 
as the Autofile, to quickly and easily handle the large 
amount of paper work involved. A picture of this file 
is shown on the preceding page with one of the filing 
boards raised from the cabinet. Each of 100 boards, 
which can be raised and lowered automatically by ad- 
justing a pointer to the appropriate numerical desig- 
nation and pressing a button, is a running story of 
the progress of each job prior to completion. 

Each board will show blueprints, sketches, contract 
and financing papers and other pertinent data. This 
machine is no less important than a film developing 
device invented by Mr. Hall. By means of this machine, 
reversible film may be inserted and in 40 minutes the 
image is ready to be thrown on the screen. Meantime, 
the film passed through seven different tanks and 60 
operations. 

The salesmen use 35 millimeter Kodak cameras with 
flash attachment with success. No professional skill 
is necessary. Salesmen take from eight to 30 pictures 
of a single job. These may include floor conditions, 
close-up of window frames, chimney condition; out- 
side pictures to give gable and dormer locations, prox- 
imity of other buildings, size of the lot, ete. 

There is a small container for each film. These con- 
tainers are marked appropriately and filed after a job 
is completed. 

If a customer should inquire about any phase of the 
job while it is underway, Mr. Hall has only to throw 
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STILL another machine invented by Mr. Hall for which a patent is pending is seen in these pictures. 
Reversible film may be inserted in the machine and 40 minutes later it is ready to be thrown on the 
screen. Meantime, it passes through seven different tanks and about 60 operations. 


his pictures on the screen, 


even for a telephone in- 
quiry, 


to discuss the project authoritatively. 


DOUBLE PURPOSE CAMERA 

THE camera is used successfully for both contractor 
and consumer business. Painters are able to give bids 
after looking over photos of a projected job. Con- 
sumers who call in person at the building division 
center on the second floor of the Schroeder store are 
now invited into the customer’s service room. There, 
before-and-after pictures can be thrown on the screen, 
also color pictures of jobs completed. This is especially 
effective in kitchen modernization work. 

Mr. Hall has found that he can handle a larger vol- 
ume of work by keeping a dictaphone in his car. This 
enables him to work effectively far from the job site. 
For example, some time ago he was on a fishing trip 
miles from Milwaukee. While he was away, one of 
the salesmen had two rush leads from property owners 
who wanted to go vacationing themselves, but wanted 
to close the deal before they went. The salesman air- 
mailed pictures and data to Mr. Hall who in turn 
mailed back a dictaphone record of instructions. The 
salesman closed both attic flat jobs 48 hours after 
the first contact. Each job sold for well over $4,000. 

“This remote control system of operating sounds 
visionary, but it works,” says Mr. Hall. 

MAY EXTEND SERVICE 

THERE is a possibility, but no promises, that this 
system and service may be made available to other 
lumber dealers. Some phases of the current operation 


LEADS are developed through these small advertisements. 


are now being copyrighted. The system will be known 
as the John Schroeder National Remodelling service 
to be used solely by lumber yards. 

Under the system outlined by Mr. Hall, a lumber 
dealer would hire one good closer-type salesman who 
would be trained briefly in the field under Schroeder 
supervision. This salesman would learn basic photog- 
raphy, how to fill out information sheets and take re- 
quired measurements. 

“These would be airmailed to us for estimating, the 
result being returned immediately to the salesman. 
Notification to us that the job has been sold would 
bring the salesman a set of blueprints for the owner 
to sign and accept and a materials list. Any minor 
changes could be handled by the salesman. 

“When and if this copywrighted system becomes 
available to the lumber dealers will depend largerly 
on the interest shown by the dealers themselves.” 














VETERAN?! 


You Can Beat the Housing Shortage . . . Build an Attic Flat! 


Also Owners Can Build tor Own Occupancy. No Cash Needed. 
SEND FOR FREE 
ILLUSTRATED ATTIC FLAT 


PAMPHLET!! 
We Build Entire Job 


John Schroeder 


306 E. Walnut St. 4* the Walnut Pleasant st. 


Lumber & 
Supply Co. 


LOcust 5720 
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Convert Your Attic Into an teveme Producieg Flat! 


PER MONTH 
YOU CAN GET UP TO ‘50 IN RENT 


PAY AS LITTLE AS............. PER MONTH 


»- NO CASH NEEDED —~ 


WE ARRANGE ALL DETAILS AND FINANCING 


A SMART INVESTMENT! 


LET OUR ESTIMATOR QUOTE PRICES—NO OBLIGATION 


JOHN SCHROEDER 


LALAHROOAN 














MBER SUPPLY CO.; 
ag E. Walnut St. LOcust 5720 § 
Pleasant St. Bridge 7 
Converted Into Including Interior and 
Flats or Rooms Concrete Exterior 
We handle complete job—no cash needed. 
Let our estimators quote you prices, 
No obligation. 
Lumber & 
John Schroeder Supply Co. 
306 E. Walnut St, «At be Watt Pleasant St. = | Qeust 5720 
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INTERIOR of site-welded building. Ten 25- 
foot trusses required an average of 25 min- 


utes to weld. Welder and two helpers 
hoisted them into place. 


UILDING MATERIAL dealers 

who plan to tap the backlog 

for farm buildings are watching 

the developments in the use of steel 
as adapted to this market. 

Steel has an important potential 
as a building material in the farm 
market, a market which may total 
two billion dollars annually in farm 
buildings alone if farmers replace 
and modernize their structures for 
the next 10 years as expected. 

Two big steel producers—U. S. 
Steel and Stran-Steel division of 
Great Lakes Steel corporation—are 
among those manufacturers who 
are making a bid for this market. 


RESEARCH PROGRAM 
U. S. STEEL through its Car- 
negie-Illinois subsidiary has been 
engaged in a thorough-going re- 


Steel 





For Farm Buildings 


search program at the University 
of Wisconsin. Stran-Steel has been 
busy turning out a variety of 
farm buildings—dairy barns, cattle 
sheds, machine sheds, chicken 
houses, etc.—utilizing the quonset 
hut as the basic or standard de- 
sign. The ease with which these 
huts may be adapted by the owner 
to meet the owner’s particular 
needs or desires is stressed by the 
manufacturer. 

Admittedly, the shortage of steel 
is preventing that building materi- 
al from. becoming more competitive 
than it is at the present time. 

The major advantages claimed 
for steel are: resistance against 
fire and effective protection against 
destructive pests. 

Three major types of steel dairy 
barns have been under experi- 
mentation at the University of 
Wisconsin for several years. These 
include three types of dairy barns, 
a milking parlor, two types of hay 
storage structures, a silo, a gran- 
ary, a milk house, an office and a 
change room for herdsmen. 

Many farmers, prior to the tests, 
believed that steel barns would 
prove hot in summer and cold in 
winter. Experience with the heat- 
ing value of manure showed that 
the cow’s straw bed in the one un- 
insulated barn held at 90 degrees 


THIS 24x60 farm machinery storage shed was built by the site-welded system of construction. It is 
extendable in 12-foot bays. It has five 8x12 doors on the front and one 8x12 door in the rear. 


or above when the outside tempera- 
tures dropped to 26 degrees below 
zero and that milk production held 
to satisfactory levels. 


SITE-WELDED CONSTRUCTION 

CARNEGIE-Illinois is now build- 
ing by the site-welded system of 
construction a limited number of 
24x60 farm machinery storage 
sheds. This structure is extendable 
in 12-foot bays with five 8x12 doors 
on the front and one 8x12 door in 
the rear. The farm machinery stor- 
age building is built on the site 
from sheet steel sections cut to the 
proper size but fabricated and 
erected on the site. 

All of the materials for one of 
these buildings can be delivered in 
one truckload. Trusses for small 
buildings will probably be welded 
at the shop rather than remove the 
welding table and machine to the 
site. Ten 25-foot trusses made on 
the site at Madison, Wis., required 
an average of 65 minutes to weld. 
They weighed 293 pounds each. 
The welder and two helpers, using 
a gin pole, hoisted the trusses into 
place. 

Carnegie-Illinois does not plan to 
prefabricate steel farm buildings. 
Instead, when steel is in good sup- 
ply, it will be made available for 
this field principally through local 
building material dealers. 
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ON-SITE welding speeds construction. Trusses for small buildings are 

being welded at the shop. Portability of welding table and equip- 

ment is a feature. Materials for small farm machinery storage shed 
can be delivered in one truckload. 


INTERIOR view of steel barn showing how painted galvanized sheets 
are applied to protect the insulation and simplify cleaning operations. 





Site-welded technique is utilized to speed construction and reduce 
labor costs. Building material dealers will stock standard units for 
farm buildings when steel output permits expansion into this field. 





QUONSETS like these can shelter 1,000 birds. They are 20x108. In- 

sulation is sawdust and flax hives between exterior steel sheeting 

ond interior lining of wooden planks, which are nailed directly to 
the steel framing. 


Photos: Carnegie-Illinois Steel corporation; Stran Steel divi- 
Sion, Great Lakes Steel corporation. 
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ERECTED cost of this barn, owned by a Wisconsin dairy farmer, was 
$7,500. Lower portion equipped with 22 cow stalls and six pens. 
Capacity is 60 head. Hay is stored in the loft formed by the quonset. 
The loft floor is wood planking supported by three-inch and eight- 
inch timbers across two eight-inch steel beams set in the walls. 
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Intelligent screening and selection of 
men with best potential sales ability. 


How to Pick Star Salesmen 


STAR SALESMAN is a prize package. He is the 

dependable performer who, year after year, 
turns in a volume of sales far above average—who 
makes money for himself and his employer. With prod- 
uct shortages disappearing and competition return- 
ing, star salesmen will once more be in tremendous 
demand. 

Building products merchants everywhere have cried 
the question, “Where can I find good, trained sales- 
men capable of such star performance?” It’s a per- 
petual question—particularly timely right now as 
dealers attempt to gear up their sales organizations 
for the competitive days ahead. 

Unfortunately the answer is that you cannot depend 
upon finding properly trained salesmen. This is true 
for several reasons (a) there are not enough star 
sales performers in the country to meet the needs of 
all aggressive dealers; (b) all star salesmen that want 
them already have good sales jobs and to get one you 
have to offer him an amount of money that may be 
prohibitive, and (c) a salesman may be a star in 
another line but only mediocre at selling lumber and 
building products. 

Occasionally you may be able to find a good, ready- 
made salesman who can step into your organization 
and perform like a star for you. The odds are against 
it. And there are even greater odds against your find- 
ing several such men if you are attempting to build 
a large sales organization. If you attempt to find such 
men rather than develop them you are faced with an- 
other problem: when salesmen leave your company 
you must find more ready-made men to replace them, 
or face the possibility of declining sales volume. 

These facts add up to a serious problem for the ex- 
ecutive faced with the responsibility of building an 
efficient sales staff. Retail selling of lumber and build- 
ing materials is a reasonably complicated endeavor. 
It requires men with certain skills, training and ex- 
perience. You are not going to find men who already 
have all the necessary qualifications unless they have 
worked for another progressive and well-organized 
lumber and material dealer. This automatically limits 
the field. On the other hand there are large numbers 
of men possessing all the basic abilities and attributes 
to become excellent building products salesmen. They 
lack only the training and experience. The problem 
this poses for the salesmanager is the need to train 
his own men. 


Training is not a goal in itself but rather a means 
to an end. It is the best way known to build an effec- 
tive sales staff and boost volume. Training takes time 
and costs money so the training period should be made 
as brief as possible consistent with doing a thorough 
job. The best way to shorten the period is to select 
as trainees the available men who come closest to 
filling the requirements of the job. The steps involved 
in picking and developing star salesmen can be listed 
as follows: 

A—Define and analyze the sales job to be filled. 
Make a precise list of the abilities and skills a man 
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must possess in order to perform properly on that 
job. 

B—From all applicants select the one man whose 
abilities come closest to matching those on your list. 

C—Prepare a training program and schedule so 
that the new man may be given the skills and abilitics 
he does not bring to the job. 

Article No. 14 in this series discussed job analysis 
for the sales department. A subsequent article will 
discuss sales training programs. The purpose of this 
article is to cover point B above—selection of the most 
promising candidates to train into star salesmen. 


SCREENING INTERVIEW 

A BRIEF screening interview for all applicants 
serves the purpose of eliminating obvious misfits and 
undesirables. Frequently a dealer or sales manager 
can save a great deal of time by having a qualified 
assistant conduct the screening interview. Offered here 
as a suggestion (it can easily be changed to fit indi- 
vidual needs) is a list of questions asked during the 
screening interview. It covers six major subjects 
each with several questions as follows: 

1. Who are you? Where do you live? How long 
there? Where did you grow up and what work did 
your father do? (Call the applicant by his first name, 
be pleasant, offer him a smoke, place him at his ease). 

2. What have you been doing? What is your trade? 
How much income necessary? What about your physi- 
cal condition? Why did you leave last job? (Get him 
to talking, but keep control of the interview). 

3. Education and training? Did your last job re- 
quire any special training? Did you get to finish high 
school? Who trained you for your last job? 

4. Family? Children and how old? School children 
attend? What church do you and your family attend? 

5. Personal interest? What do you do when you 
have time off? What organizations do you belong to? 
Did you belong to a union in your last job? 

6. Why did you come here for a job? Why do you 
think you would like the lumber business? 

If the screening interview reveals promise in the 
applicant either for immediate employment or for 
employment at some future time, the next step is to 
record the fact with sufficient information to weigh 
the applicant more minutely. That leads to the devel- 
opment of an employment qualification blank. 

A suggested qualification blank is given with this 
article. In its present form it will not meet the needs 
of all dealers, but it may serve as a starting point 
and can be adapted to individual needs. 

After a man has passed the screening interview and 
properly filled out the qualification blank he should be 
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INSTALLATION TIME 
REDUCED 50% to 80 


With Douglas Fir 


PRE-FIT 


Stock Doors 


Your Customers Will Approve 
The Precision-Made Features 
of These Improved Doors! 


oO BUILDER reports as many as seven installa- 
tions in the time previously required for a 
single door! Savings of from 50% to 80% are 


common. 


That’s why builders and specifiers so thoroughly ap- 
prove these improved Douglas fir stock doors—doors that 
are precision pre-fit at the factory. You deliver them to 
the job ready to hang, with no sawing, planing or squar- 
ing required. Corners are clean, trim, true—scuff-stripped 
for protection. The result: better and faster installations 
for your customers—and bigger volume potentials for you! 


and PRE-SEALED, too, 


for Protection and Better Finish 


Douglas fir stock doors—featured in 
definite, plainly marked grades and a 
wide range of designs, including mod- 
ern 3-panel layouts adaptable to all 
types of building—are also pre-sealed 
at the factory. They reach the job 
fully prepared for a better finish. 
They’re protected against moisture 
and checking, with resulting improve- 
ment in dimensional stability. 








MORE FIR DOORS SOON! 


It is a fact that Douglas fir doors may con- 
tinue in short supply for a number of 
months. Two factors make this true: the 
present overwhelming demand—and the 
shortage of essential raw materials. But pro- 


duction IS stepping up. Warehouse and logy 
dealer stock should soon reflect this in- Association 
creased production. We suggest that you of Fir Door 
keep in touch with your regular source of Manufacturers 


supply. 


































The National 


For Even Greater On-the-Job 
Economies, Specify Fir Doors 


“FACTRI - FIT” 


Durable, attractive Douglas 
fir doors may also be or- 
dered completely precision- 
machined—not only pre-fit 
and pre-sealed, but gained 
for hinges and mortised or 
bored for locks as well. 
Here again, cleaner, trim- 
mer jobs are assured, be- 
cause all work is done at 
the factory by high-speed 
precision tools. Time sav- 
ings more than offset the 
slight additional cost. 





No on-the-job 
mortising or boring 
required! 








FOR VOLUME ...STOCK AND SELL: 
a 
Douglas Fir 


FIR DOOR INSTITUTE 


Tacoma 2, Washington 

















interviewed by the man 
who does the hiring. In 
fact, some authorities feel 
that a man should never 
be hired until he has been 
interviewed at least twice 
on different occasions. 

Your technique of con- 
ducting the interview is 
all-important. Be friendly 
but not too intimate. Don’t 
jump to conclusions. Don’t 
let your personal likes and 
dislikes affect your judg- 
ment. Put the applicant at 
his ease. 

Don’t trust your memory 
or intuition to guide the 
interview. You are bound 
to forget important points 
which should be covered. 
Have'a simple form pre- 
pared in advance. On it list 
all the qualifications for 
success, skills and abilities 
a man must possess in or- 
der to perform properly on 
the job (remember that 
this list was prepared from 
the material in the job 
analysis). Leave blank 
space after each listing so 
that you can write in your 
comments. 


Don’t make your use of 
this form too obvious. The 
applicant will not be at his 
best if he feels you are 
reading questions or writ- 
ing down his answers. The 
important thing is that 
you rate the applicant on 
each of the qualities neces- 
sary to his success on the 
job. The form will help 
you remember to cover all 
the points on which you 
need information and give 
you a place to enter your 
rating on each. A simple 
number or letter system 
can be devised so that you 
can enter your ratings rap- 
idly. Don’t let the applicant 
see what you are doing. A 
little practice will enable 
you to keep the interview 
rolling smoothly so that 
you seem to make only an 
occasional and casual ref- 
erence to the list. The 
filled-in form should be 
studied and analyzed after 
the applicant has left. The 
information it reveals or 
fails to reveal will deter- 
mine whether the man de- 
serves a second interview 
and also serve to guide that 
second interview if it is 
indicated. 
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QUALIFICATION BLANK 


Note: Form worked out by members of Lumber Dealers Institute. 

(Please answer all questions fully and do not hesitate to give full information 
because long experience and special training are not necessarily required. All re- 
plies will be kept strictly confidential and your references and past or present em- 
ployers will not be contacted until you have been interviewed for a specific position 
and give your consent.) 
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(Points) 
( ) 1. How many years have you lived in your present neighborhood?.......... 


Did you attend high school? Yes. No. How many years?.... 
Did you attend a college? Yes.. No.. 
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Give in detail 
( ) 7. What technical training or knowledge do you have of home 





 <soks ne cue kbal sé cae REE ERT OKAOLMEHKSLES SE ONSET Ohe RR 
( ) 8 What experience have you had in selling? 
DEE bchehbeecgceunnsannsekes sleds eeenteenesteeneseseenkiae seta 
( ) 9. Other personal contact experience (detail)............. cece cece eee eens 
( ) 10. What language other than English do you speak and understand? 
( ) 11. Do you own an automobile? Yes.... No.... 
( ) 12. Is your wife working? Yes.... No.... 
( ) 18. Do you own...... eee your home? 
( ) 14. How much does it cost you a week to meet family expenses $.......... ? 
( ) 15.. Do you have life insurance of your own? Yes.... No.. 
( ) 16. Any disabilities or handicaps? Yes. No... 
( ) 17. How familiar are you with the technical language of the building 
gg errs ere eer ey Terre Te eT TTT TT TTT Te Tee 
( ) 18. Can you read blueprints?...... Can you take off material quantities from 
REELS ictus cacepdseaadedescceeieeehs 10454000 b Ode EeD EE NESS ee RS 
Have you done any estimating of building labor costs?................. 
( ) 19. Have you ever dealt with Contractors, architects, Realtors, and Loan 
ES «ED Wikaiinde ba 54 soe banwwsees ease ew enunseveneseneenes 
( ) 20. Have you done any mechanical construction work of any kind? 
D> cede chain thane Ul eeh ee aaa aaa iW e CO uba eee adae ee ke wis 
( ) 21. How many hours of the day are you willing to work? 6-8-9-10- 
ER eee ee Eee ee ey ae I ne eT ey Pee eee 
( ) 22. A lot of sales of lumber and building materials are made at night. Are 
GE OP WEEE GEG GOMES oo ccc cccccceesessecesceccevenscses 
ee Se Sy I OW CE 6 i'n kde pee nniesceeeeesdenscwnsasewes 
( ) 28. What clubs or organizations are you most active in?.................. 
Se OS I inks cas sea re reek ee neuen tesede sake coos wos 
( ) 24. How much do you expect to earn at start of job or work? 
en ee hee hee rer errr Ty er Tee wh ae nega’ 
( ) 25. How long did you work on your 8 | ee er ee 
( ) 26. How many jobs have you had in the last 10 years? No................. 
27. Employment Chart 
Position and Reasons for 
Name of Employer kind. of work leaving From To 
( ) 28. What kind of work do you prefer? Sales Work...... Office Work...... 
Work in Yard...... Outside Work...... SE Wa cara vic ease enue 


( ) 29. What are your hobbies and activities? 


( ) 30. Give three credit references. 


sere eee eee eee ee eee ee eeeeeeeeeeeeeseeeeeeeeeeeeee eH Feeeeeeeeeeeeeeeense 
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Northern Woods have long been known for quality. The Northern Lumber Mills assure buy- 
ers of Northern Woods continuance of highest standards of production. Users of Northern 
lumber products can depend on the same excellent service from these famous woods as in 


years past. 


“Rib Lake Lumber Co. . . Rib Lake, Wis. 


Northern Hemlock, White Pine, Kiln-Dried Hardwoods, Lath, 
Shingles, Cedar Posts and Poles. 


Schneider Bros. . Marquette, Mich. 


*Roddis Lumber & Veneer Co. . Marshfield & Park Falls, Wis. 


Compl. stk. N. Hdwds., Hemlock, W. Pine, Cedar Prod., —— 
Brch. Flg. Hdwd. Ven’r’d Doors, Plywd. Mod. Dry Kiln { 


“Copeland Lumber Co. . . Ontonagon & Atlantic, Mich. 








m Northern Hardwoods and Hemlock, Hardwood Dimensions, Sales Office—CHICAGO—135 S. pene ane Lumber. 
oe Rough Hardwood Turnings. Planing Mill and Dry Kilns. Dimension. Dry Kilns and Planer 
in 
a. ° * — ° 
tHolt Hardwood Go. 2. 2... Oconto, Wis. (.M.ChristiansenCo. . . 2... Phelps, Wis. 
Maple, Birch, Beech, Oak Flooring. Strip, Assembled Block, An outstanding Wisconsin lumber manufacturer — Hardwood, 
Herringbone, Parquetry types; all types Heavy Duty Flooring. White Pine, Hemlock and Cedar Products. 
aA ° , ‘ : . ‘ 
re aes... a Wm. Bonifas Lumber Co. (,,,,.Mis*t,..,.) Seles, Neenah, Wis. 
— _ eee. Se MBs sn pa Ad oa Northern Hardwoods, White tg ‘eae Products, Shingles 
. Mirs. Hardwoods, Hardwood Flg., K-D Facilities available. y ’ : _— 
K-D "nbeds. L.C.L. shipments ens stock at Thiensville, Wis. Squares, Lath, Modern Dry Kilns. Expert Millwork. 
. . . * . 
Cadillac-Soo Lumber Co. Sault Ste. Marie, Mich. Underwood Veneer Co, . . . . . . Bessemer, Mich. 
Northern Hardwoods. Hard Maple a Specialty. Hemlock, White Northern Hardwoods, Hemlock, W. Pine at Bessemer, Mich. 
Pine. Modern Dry Kilns. Facilities for Surtacing, Resawing, etc. Veneers and Panels at Wausau, Wis. 
nn: -c: . . x 
Michigan Pole & Tie Co., . . . . Newberry, Mich. Goodman Lumber Company Goodman, Wis. 
Northern Hardwood Lumber, Old Faithful Hemlock, Northern Northern Hardwoods, Hemlock, White Pine, Basswood, Hard- 
White Cedar Poles, Posts, Shingles, Piling. Soft 6 Hardwood Ties. wood Dimension. Planing mill. Dry kilns. Rotary cut veneers. 
* i‘ 
Connor Lbr. & Land Co. (Qonnorsiterimes.) orcs Marshfield, Wis, Bay De Noquet Company . . .°. . . . Nahma, Mich. 
K. D. & A. D. Hardwoods, Hemlock, W. Pine—Cedar Shingles, Sales Office, 817 Railway Exchange, Chicago — White Pine, 
Posts, Poles—Laona Rock Maple & Birch Fig.—Dimension stock. Hemlock, Hardwood L er — Shingles, Cedar Products, Lath. 
tMember Maple Flooring Mfrs. Assn. *Member Northern Hemlock & Hardwood Mirs. Assn. 
fie WISCONSIN- MICHIGAN HARDWOOD FLOORING IS UNEXCELLED 
ie ; 
an & BuitpinG Propucts MrercuaAnpiser, July 19, 1947 él 


























IN A SERIES OF LESSONS FOR 
CONSUMER SALESMEN OF LUM- 
BER AND BUILDING PRODUCTS 
Pp DEI 
slat 
A good selling picture is sometimes sient or wee — yap = tha 
more expensive, harder to make, , 
worth 10,000 words of sales talk. ak seth it is ea & “4 
be effective. A forceful selling aid ie 
(especially for use with groups) can 
HE OLD PROVERB about a photography can come to his aid when pianned and filmed correctly, tity: 
picture being worth a thou- and provide him with faithful re- but not particularly practical or Res 
sand words has become too trite for productions of his products that versatile for daily use by the aver- ie 
serious repetition, but the truth it can easily be carried and shown. By age salesman. you 
points out is perpetual. Science has this we do not mean reproductions The above three types may be —_ 
proved that 80 percent of what we of the individual building mate- developed by the salesman himself side 
learn is acquired by sight, and vis- rials. We mean photographs of or his company. Or they may be bus: 
ual aids in teaching and selling have — construction packages—-new homes, secured from cooperating manufac- 
become tremendously popular in re- farm buildings, before and after turers, wholesalers, realtors, con- 
cent years. They are popular be- shots of improvements jobs, etc.— tractors or financing companies. 
cause they are more effective than which stress, whenever possible, Most financing companies require 
the spoken word. the consumer benefits inherent in photographs on important loans and 

In each and every one of the five each. extra prints can be secured for the I 
basic tasks of the salesman—at- There are three basic types of salesman. ‘ 
tracting attention, creating inter- photographic presentation which D—Talking Slide Film: these 
est, arousing desire, securing con- can be used by the building prod- _are a thoroughly tested and proved 
viction of need and generating ac- ucts salesman. They are: selling tool especially in such de- 
tion, pictures are an invaluable- A—Still photographs: these partments as insulation, roofing and 
almost an indispensable—aid. should preferably be on _ glossy siding, farm buildings and equip- 

A picture of a beautiful new paper. Any size might be useful at ment, etc. These are customarily 
home, a face-lifted property or a times but larger prints have more _ developed by manufacturers and are 
complete and practical set of farm appeal. Sizes greater than 8x10 loaned, rented or sold at nominal 
buildings is certain to attract the inches, however, are hard to handle. costs to retailers. 
attention and interest of the home — Work of this nature is customarily Motion pictures, talking, slide 
seeker, the property owner in need done in black and white but it is films and even colored slides may 
of repairs and improvements and possible to have the prints finished | be used by the salesman in group 
the farmer. in sepia or other tones. Certain films selling where a mass approach may 

Then a personalized photo or pic- and developing processes are avail- precede a series of individual sales. 
ture —— hyd prospect into a able so that full-color photos can be E-——-Manufacturers Photographic 
tee cae ne oe. printed on paper but this is con- Portfolios: paint manufacturers 
be ag aspen oi siderably more expensive than black have pioneered this field. Some even 

Siadiie Ubates aut Otiene wen and white work. provide easels for convenient show- 
be used to prove your sales points B—Stides for projection: Wack =~ — -_ gc 
and secure that belief in your sales and white photographs can be re- — penaradsenceonsgeh sree 
story which will lead to that con- produced on film or glass and gestions as to how each of the types 
viction upon which positive acti mounted for use in a projector. may be used in selling. A study of 
ie Sena P positive action These are available in a range of om yn 7 benign sige — 

- lal ile 7 sizes, the two most popular being lons to it being possible throug 
ear tae espe ad 35 mm. and 2x2 inches. Color trans- the play of your own imagination. S 
; ; te parencies can be shown in the same Sloppy photography won’t do a | 
suasive selling presentation that can eee . i t= 
“gy et hate way. This is considerably more selling job. Fuzzy, out-of-focus pic- 

The men whe sells email, cncily- effective than the paper prints pro- tures or ones that are too dark or _., 
transportable items can carry a vided the room can be properly too light don’t appeal to anyone. ~ 
miieniinm wilt thine anh dee tee darkened and a suitable screen set People might politely praise the ; 
to the prospect during his sales up without too much fuss and crude snapshots their neighbors “ 
presentation. The building prod- bother to the prospect. Handy pro- _ bring back from the vacation, but 
ucts salesman is handicapped in this jectors are available for sales use. they won’t appreciate the salesman | ——~ 
respect by the heavy, bulky nature C—Motion pictures: can be made who takes their time with such un- § > 
of the things he sells. That is where in black and white or full color, interesting stuff. To help you sell, 

SUL 
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THERE’S DOUBLE SELLING OPPORTUNITY IN 
REYNOLDS lifetime ALUMINUM 
BUILDING PRODUCTS 


ACCESSORIES IN IMMEDIATE 

SUPPLY ...TO MEET A GREAT 
DEMAND! For any type of roof—wood, 
slate or composition—there is nothing finer 
than Reynolds Lifetime Aluminum Ridge 
Roll Flashing, Roll and Formed Valley. 
It’s what buyers are looking for. And you 
can get immediate delivery, in any quan- 
tity—including the right nails! 





a 


















Reynolds national advertising is pushing 
your sales of roofing and siding—including 
accessories. But you can make a special 











9s” PLAIN RIDGE ROLL—.024” thick, 
in 10-ft. lengths, 10 in a bundle. Use 
1%” aluminum nails. 13%4” nails on 
corrugations or crimps. 


14” FORMED VALLE Y—Formed of 
.024” sheet, in 10-ft.lengths, shipped 
10 pieces to a bundle, Use 1%” 
aluminum nails. 







side-line of these accessories, and do a big 






business in them alone. Get your orders in! 





SD NE 




















ROLL FLASHING—18” strip of .020” 
sheet, supplied in 100-foot coils. Use 
1” aluminum nails, 


; P sisi ils 
head 704 per ked : a wherever ‘en 


ROLL VALLEY—Supplied 18” wide, 
mpproximorely 


of .027” sheet, in 100-foot coils. 
Use 1” aluminum nails. 





A ROOFING AND SIDING . . . COMPLETE WITH ALL ACCESSORIES 


Besides selling accessories, you can make them _ tects like it because it results in a more finished 
help you sell the entire job. With every type of | appearance. So display your accessories . . . you'll 
Reynolds Lifetime Aluminum you can offer all find they stir up buyers’ interest, clinch orders. 
the material for a complete roofing and siding Write for literature or see Sweet’s . . . offices in 
installation. Builders like that because it solves principal cities . . . Reynolds Metals Company, 
application problems, reduces labor costs. Archi- | Building Products Division, Louisville 1, Ky. 


For 100% performance, use only the nails recommended by the manufacturer. 


"Sn i, a Co, 24 


°athe, b » [nd 21, | 5 
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ard } P-Seqjn / ; “90tey f i SS Vv Crimp 

















3UILDING Propucts MERCHANDISER, July 19, 1947 63 
























































ONE DEALER WE KNOW? 
Does an Annual Volume 


of 
$200,000.00 
On PLYWOOD Alone! 
He Finds 


SELECTION OF THE RIGHT 
PLYWOOD FOR THE JOB 


Means 


e More Satisfied Customers 
e More Sales and Profits 


He Does This by 


STOCKING a SELECTION 
of All These Plywoods 
Now Available 


BIRCH @ MAPLE 
YELLOW PINE 
POPLAR @ GUM 
MAHOGANY 
WALNUT e@ OAK 


We Can Now Reveal 
How It Is Done! 


WRITE TODAY 


For Illustrated Folder on 


A PLYWOOD CENTER 
For Your City 


Address Inquiries to: 
























AETNA 
Plywood and Veneer 


Company 
1732 Elston Avenue 
Chicago 22, Illinois 


Phone 
ARMitage 7100 


Teletype 
CG 305 


Write for latest Teleply Ticker price list. 
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photographs must not only be sharp 
and clear, but also be properly com- 
posed and cropped to show an inter- 
esting subject from a significant 
angle. 

This article is no place for a 
technical discussion of photography. 
Your camera dealer is a good source 
of expert advice, and there are a 
number of good, inexpensive books 
on the subject. Instead, let’s con- 
sider various ways you might ob- 
tain good photographic selling aids. 
Here are a few ideas: 

I. Take them yourself. If you 
are already a competent amateur 
photographer this will be no prob- 
lem for you. If you dabble in pho- 
tography occasionally but don’t 
achieve satisfactory results, you 
can gain expertness by seeking the 
help of your camera dealer, study- 
ing the available books and prac- 
ticing. 


II. Have a friend do it. Per- 





haps a friend or a member of your 
family is capable of doing a satis- 
factory job. Many hobbyists would 
be delighted at the chance to direct 
their skill at a worthwhile job 
would do it for only the actual ex- 
pense involved. Be sure to give 
such an ‘individual a clear under- 
standing of the type of photos you 
want. 

III. If your company maintains 
a large staff of consumer salesmen, 
the management might see the ad- 
vantage of photographic selling aids 
and decide to supply them. At any 
rate you can suggest the idea to 
your sales manager. 

IV. Get the full cooperation of 
your company’s suppliers and co- 
operating industry factors. Ask 
every such factor that you contact 

‘What pictures, photos, folios or 
illustrative material do you have 
that will make it easier for me to 
sell your product?” 





SUGGESTED USES OF PHOTOGRAPHIC SELLING AIDS 


A. STILL PHOTOGRAPHS 


These can be of new homes, farm 
structures, commercial buildings, 
garages, fences, outdoor barbecue 
ovens or ony of the new building 
packages you have to sell. 

They can be Before and After 
pictures of remodeling, moderniza- 
tion or improvement jobs on homes, 
farm buildings or commercial struc- 
tures. 

Such pictures should preferably 
be of actual jobs sold by your com- 
pany. If the owner’s name and ad- 
dress can appear under the photo- 
graphs so much the better. And if 
you can secure buyer testimonials 
in writing to go with the pictures 
you will have the best possible sales 
story. 


Still photographs can be mounted 
in regular albums, put in acetate 
covers and punched for a ring 
binder, or filed in manila folders 
under their proper classification. 
When handled this way they can 
be used in the office or placed in 
a kit for use of the outside sales- 
man. The ring binder system is 
perhaps most flexible in that the 
presentation and arrangement of 
photos can be planned for the in- 
terest of the particular prospect. It 
is unwise to plunge into an album 
and show the prospect every photo 
you have. Select and group care- 
fully those which will mean some- 
thing to your prospect and help sell 
the job you are working on at the 
moment. 

Large still photographs can be 


framed or mounted on boards and 
displayed in the office. These are 
valuable attention-catchers to be 
used by the salesman when the 
prospect is in the office. Nothing 
can be more helpful in closing than 
the names, locations and pictures of 
jobs sold and delivered to com- 
pletely satisfied customers. Inci- 
dentally this is the best possible 
decoration for sales room walls. 


B. SLIDES FOR PROJECTION 

Subjects used for still photo- 
graphs are also suitable for slides. 
To be used effectively there must 
be a simple classification and filing 
system for the slides. In that way 
you can immediately locate what 
you want and adapt the presenta- 
tion to the interests of the pros- 
pect. 

Most convenient way to use slides 
is to have one of the offices or con- 
ference rooms at the plant equipped 
as a projection room. The room 
need not be large. All that is re- 
quired are a few chairs, a small 
table, a projector, a screen and a 
suitable way of making the room 
at least semi-dark. If the walls are 
plain, smooth and light, the pic- 
tures can be projected directly onto 
them, and a screen is not needed. 

It is possible to obtain compact, 
portable projectors and screens at 
fairly low cost. This equipment can 
be carried to the prospect’s home 
(by arrangement with him) and 
set up with very little trouble. It 
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can be an effective means of selling, 
especially during the evening hours 
when the man and wife can be 
reached together. 

When the opportunity presents 
itself, salesmen and executives of 
the company can use this same 
equipment in speaking before clubs, 
women’s groups, Home Planners 
institutes, ete. 


Cc. ESTIMATING WITH PHO- 
TOGRAPHY 

One enterprising dealer is pio- 
neering a sensational method of 
combining estimating, specification 
writing and sales closing in one 
photographic technique. This 
method is described elsewhere in 
this issue. 
D. MOTION PICTURES 


The technique and the subjects 
covered must be considerably dif- 
ferent from projection slides, if mo- 
tion pictures are to be used effec- 
tively. The film should be carefully 
planned and edited. The subjects 
must be broader and somewhat edu- 
cational in seope, although they 
may still be considered as selling 
films. In most cases you will have 
to obtain the cooperation of per- 
sons who will act out minor roles 
in the picture. Some suggested sub- 
jects include: 

Building A Home: this would 

take a couple or a family through 
the entire process of obtaining a 
new home, from the moment they 
first contact your company until 
they move into the house. The em- 
phasis should be on the services 
rendered by the company and how 
they simplify things for the cus- 
tomer. The actual stages in the 
construction could also be shown 
and these would be of interest to 
consumers if they were explained 
in a non-technical way. 
_ Remodeling and Improving Exist- 
mg Structures: the technique de- 
scribed above could be used in a 
film about almost any type of home 
improvement job. 

Farm Building and Improve- 
ments: how a farm building pro- 
gram is developed and how it makes 
money for the farmer. 


E. TALKING SLIDE FILMS 


_A projection room at the office 
is the ideal set-up for showing slide 
films and motion pictures to a small 
group. It is always a good plan to 
make sure all facilities for a proper 
showing are available in a pros- 
pect’s home, farm or place of busi- 
ness before taking and setting up 


a projection equipment at such 
places, 

















@ LUMITE Insect Screen Cloth installed in homes throughout the 
country shows no trace of streaking, “bleeding,” rusting or corrod- 
ing after four years exposure to all kinds of weather and climate. 


Sell LUMITE and you can guarantee that customers will never 
have to repaint their houses because of screen stains—never have to 
replace rusted-out screens. 


PROVEN DURABILITY. In recent 
tests by an outside engineering organiza- 
tion, no other type of screening commer- 
cially available showed up as well as the 
material from which LUMITE is woven 
(Dow’s Saran). It was the only one to earn 
top rating in every category—from immer- 
sion in salt water to accelerated weather- 
ing and exposure in a tropical chamber. 





TRONGER BY TEST. A 5-pound NEVER N 
steel weight dropping on a framed LUMITE LUMITE requires no painting or protec- 
screen couldn’t dent it in 42,300 blows. tive coating of any kind. Will not “rust 
With filament diameter of .015”, LUMITE out”—will never change color. Keeps its 
has greater impact strength than metal! “sheen”; stays clean. 


When your customers ask for window screening, sell them LUMITE 
Ask your wholesaler for LUMITE’s 5 free sales aids—framed screen, 
sample swatches, window streamers, folders, newspaper mats. 

LUMITE DIVISION 
Chicopee Manufacturing Corp., 47 Worth Street, New York 13, N. Y. 





QUALITY INSECT SCREEN CLOTH 


*Registered Trade Mark 


DISTRIBUTED THROUGH HARDWARE AND WOODWORK WHOLESALERS 
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EXTERIOR view of the Housemart showroom is a study in simple, clean architectural lines. Entire 
showroom is visible from the outside. 


_The Housemart, operated by Benton Lefton, Cleveland, Ohio, 
has a package service for the builder and the home owner. 


HE STORY of Benton Lefton, 29-year-old Cleve- 

land, Ohio builder-merchant, was told in the 

March 29 issue of AMERICAN LUMBERMAN & BUILDING 
PRODUCTS MERCHANDISER. 





-. the office of the president 
is 


et comfortable n here. 


DIGNIFIED y 


Lefton, who is also president of the Cleveland Home 
Builders association, has opened a vast operation 
labeled The Housemart, for the purpose of serving 
both the builder and the retailer. 

His experience as a builder taught Lefton that pur- 
chasing consumes far too much time. Consequently 
Lefton set out to supply himself and others with a 
one-stop service. Now he has extended this service to 
the retailer. 

The complete story of his hopes and plans are de- 
tailed in the March 29 issue. On these pages are 
shown pictures of the operation which is equipped to 
serve both builder and retailer. 





ONE end of the main display room (125x40) is given over to an ultra 
modern consumer counter and general office space. 
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THIS interior view emphasizes appliances and heating equipment. MAJOR building in the yard is this prefabrication plant, where two 
Note the spaciousness of this showroom, lighting and ventilating complete homes are produced each week, as well as other millwork. 
facilities. 





Yard Facilities 


Home MODERN equipment is used in the mill and fabrication plant, 

‘ation tight. The production goal of this plant is 1,000 homes this 

rving year. These are sold as complete packages with kitchen, 
heating and laundry equipment. Seventy employees work in 

the yard and plant. 

; pur- 

ently NOTE the use that is made of mechanical equipment in the 

ith a yard, below. Here a conveyor unloading system is being 

ice to used for the private railroad siding. 

‘e de- YARD facilities are ample for storage and stockpile, below 

Ss are right. In addition to a large space for outdoor piling, there is 

yed to room for 12,000 square feet of lumber shed storage. 
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Selling a Safe Bull Barn 


An Overlooked Market in Many Farm Areas 


"THERE IS A parallel between 
explosives and farm bulls, in 
that careless handling and im- 
proper care of either can bring 
death and injury to the handler. 
Soldiers learn early in their career 
to take no chances with explosives, 
but farmers continue to take daily 
chances in handling bulls. This 
carelessness is responsible for a 
staggering annual toll of farm 
deaths and injuries. 

No one should take chances with 
a bull no matter how gentle he may 
seem. Every farmer who keeps one 
or more herd sires should provide 
suitable quarters for managing and 
handling bulls. The agricultural 
extension services in every state 
have long recognized this fact and 
are now renewing their effort to 
get every farm bull housed safely. 
Lumber dealers should tie in with 
this national safety program and 
encourage their farm customers to 
build these facilities now, while 


they have extra funds and other 
things are still hard to buy. A pro- 
motion program on safe bull barns 
would be in order for late summer 
in every cattle area. 

Careful studies indicate that the 
bull needs only protection from se- 
vere wind and rain. Therefore, 
any building that is strong enough 
to confine him will do for quarters. 
The pen itself should be at least 
12x12 feet and equipped with a 
sturdy stanchion, feed manger and 
water bowl. A separate alley is 
recommended in the building so 
that feeding can be done without 
going into the pen. This alley 
should be at least four feet wide. 

If this structure adjoins another 
building, no feed storage space is 
required in the layout, especially 
if the feed room is handy to the 
bull barn. If the bull barn is set 
off by itself, then storage space will 
be needed on a second floor for hay 
and bedding. One end of the feed- 


ing alley will usually accommodate 
the dry feeds. 

A paddock should adjoin the bull 
pen so that the bull can get ade- 
quate exercise. This paddock should 
be rectangular whenever possible, 
as studies show that in long nar- 
row yards bulls get more exercise 
than in a square one. A satisfac- 
tory width is 20 feet, if the length 
of the yard is at least 60 feet. In 
laying out the paddock it is best to 
err on the long side rather than 
the short, as a bull that gets plenty 
of exercise will stay in service 
longer. Lay out the paddock for 
your customer, so that there is an 
unobstructed view of the pasture 
from it. If the bull can see the 
cows in pasture he will remain 
gentler. 

The paddock fence must be 
sturdy. Native cut or dressed 2x6 
or 2x10 planks are satisfactory 
when bolted to posts placed eight 
foot on centers. With planks six 
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OTL:- 
, SUGGESTED CONCRETE MIX: 1 SACK PORTLAND CEMENT TO | 
2% CU.FT.SANO TO SCU.FT.GRAVEL WITH NOT MORE THAN S 
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New light and medium duty GMCs bring truck styling, comfort, 
safety and stamina to a new all-time high. All-steel cabs are 354 
inches longer and 9% inches wider than prewar. They have new 
tubular frame adjustable seats with nearly double the number 
of seat springs ... . new windshields that are 542 inches wider and 
2 inches higher . . . new larger doors and windows . . . new ventila- 
tion with provision for fresh air heating ... new insulation, sound- 
proofing and weather sealing. And these new GMCs have many 
improved, war-proved engine and chassis advancements. See your 
GMC dealer... now... and get complete details! 


GMC TRUCK & COACH DIVISION e GENERAL MOTORS CORPORATION 


New GMC Stake trucks for lumber and building ma- 

terial delivery are offered in 9 models of 12514", 

\ 137” and 161” wheelbase, in capacities of 2, %, 1, 
‘(1% and 2 tons. There are also 7 Platforms and 4 
? Pickups, plus many other body and chassis types. 


THE TRUCK OF VALUE 


GAC 


GASOLINE e¢ DIESEL 
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POST DETAIL 





Wood poles — 
4*min. diam. 
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inches wide the fence should be must be properly maintained to in- men. Farmers rarely have the 


six planks high, allowing six inches 
between each plank. There should 
be as few joints on one post as 
possible; the joints between ends 
of planks should fall on alternate 
post for added strength. 





70 


After the fence is in place it 


sure uniform strength. Broken or 
rotted posts or boards must be re- 


placed at on 
areas. the 


ce. 


replacement 


In most farming 


business 


from keeping these and other 
fences in condition can justify the 





operation of at least one crew of 


time to keep up with this type of 
maintenance and would gladly buy 
the service of a crew of men to in- 
stall the material that is needed for 
the repairs. 
Many farmers like a paddock 
(Continued on Page 96) 
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LABOR DEVELOPMENTS: the national wage busi- 


ness has taken a hot turn; one sure to affect the 
course of this industry. . . The Taft-Hartley Act was 
supposed to trim John L. Lewis down to size, but 
scarcely had it been passed when the big miner 
got himself a contract with about everything in it 
he could dream up, including the biggest raise in 
union wages on record. 


EFFECTS OF THE CONTRACT: other unions will 


demand and get wage increases when their present 
agreements expire, not as much as the miners, but 
the total effect will be an increase in living costs. 
The first result will be the deferment of the price 
shake-out that business expected this fall and win- 
ter, for when there’s enough folding money in the 
market to take up available goods there isn't much 
urge to win friends and influence people by means 
of price concessions. 


CONSTRUCTION MARKET: if there’s an upward 


heave in wages, expect a temporary reversal in the 
building market; more housing units, fewer com- 
mercial and industrial construction projects. So far 
this year there’s been a lag in housing starts; one 
reason Congress took the controls off the big proj- 
ects was to bring in deferred industrial and com- 
mercial construction. This was expected to bolster 
the national economy during the current bubble- 
gum period. 


HEAVY CONSTRUCTION: but big building, ac- 


cording to reports, is now backing off. Not so much 
that these structures would cost more to build; 
rather, that business done in them after they were 
built would cost more in wages and the like. In 
other words, operating expense and not building 
costs. Too early to make positive predictions, 
higher wages point to deferred heavy building. Es- 
pecially on the part of medium-and small-sized com- 
panies. 


LIGHT CONSTRUCTION: higher wages will not 


increase the number of top-cost bracket houses 
built this year. So far, the top-bracket jobs have 
been the high trump of building contractors. But 
these jobs have not been enough, since, as men- 
tioned above, there’s been an over-all lag in hous- 
ing starts. But a lift in wages should bring in more 
medium-bracket contracts. These new owners will 
include not only wage workers but also people who 
Sell goods or service to wage workers. Reports in 
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the East indicate an important increase of housing 
starts. 


GENERAL OUTLOOK: a chaotic period, chiefly 


because events move fast. Better look first at fac- 
tors that are good: The British Ambassador said 
recently that the world really is not poor. It has raw 
materials and know-how and the will to recover; 
is temporarily hard up because surpluses were ex- 
hausted and facilities smashed by war. In this 
country, surveys show an up-trend in production 
and at least a hold-even in employment, for the re- 
mainder of the year. Reports indicate a rather 
steady rise in worker efficiency. 


TOILING CONGRESS: measure the doings of the 


Hill against the fact that the economic machine is 
beginning to squeak for fiscal grease. Here and 
there; chiefly in the so-called mass markets. So 
there'll be a reduction of individual income taxes 
next year. You think this is political? Maybe. But 
it will put some four billion dollars of spending 
money into U. S. markets. Also a good chance that 
veterans will get the right to cash their terminal- 
leave bonds, another couple of billions. Likewise 
probable that the wraps will be taken off installment 
selling. These are among the reasons why the ex- 
pected price shake-out isn’t likely to happen this 
fall. 


IN THIS INDUSTRY: probably good business vol- 


ume for the remainder of this year and, we hope, 
longer. The boom in middle-class houses is still 
more or less waiting for price easement. Recent 
tabulations indicate that lumber and paint prices 
are declining somewhat. The efficiency of building 
mechanics is rising. A good many possible home 
builders will be inspired, one way or another, by 
the higher wage figure to wait no longer. Better 
watch credits, also look out for that freight car 
shortage. 


LEGISLATION: the Taft-Hartley Act is a pretty 


good labor law. The passions aroused in union 
ranks were largely a protest against any controls. 
Any at all. The bill was written by Congressmen 
who knew law-school law, but only a few knew 
labor relations at first hand. This explains Congres- 
sional shock when it began to appear that Taft- 
Hartley was likely to be pretty feeble in dealing with 
Lewis and Petrillo, the two targets at which it was 
chiefly aimed. But when passions cool, when the 
courts have done their stuff, the law should serve 
reasonably well in keeping the industrial peace. 
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More Price-Minded Than Customers 

HE STORY is told of the 

branch manager of a line yard 
company who was asked to figure 
up the cost of a list of materials for 
a farmer who needed a new barn. 
When the total amount was finally 
determined, the lumberman threw 
up his hands in despair. 

“I simply haven’t got the nerve 
to tell him the price,” he said. 

Which is exactly what happened, 
until the farmer got half-mad and 
demanded the figure, which of 
course was promptly accepted, 
otherwise there would be no story 
to tell. 

“Cheapest lumber I ever bought 
in terms of what I buy it with,” 
was the customer’s only comment 
as he made arrangements for haul- 
ing out the material. 


* 
Regardless of how much. farmers 
may complain about the high 


prices of building materials, we 
doubt whether any of them would 
voluntarily go back to the days 
when things were cheaper... in- 
cluding their own products. 

* * 


Remember "Farm Relief''? 


E WERE in _ northwestern 
Iowa not long ago and re- 
called a visit of several years back 
when farm riots actually were be- 
ing staged to prevent foreclosures. 
Same state. Same county. Same 
farm. But what a difference! Today 
farmers are rolling in wealth. Mort- 
gages are paid. Bank accounts are 
splitting their seams, just as they 
were following World War I. And 
it was all brought about by the 
same economic forces——-not by any 
political hocus-pocus. 
) * * 
Business is still good for the lum- 
ber dealer who remembers that 
during most of his career he has 
been well satisfied with very much 


less. 
* %* 


Not All Clear Sailing 
D ESPITE LAST year’s big 
yields and high prices farmers, 
in many areas, have quit buying due 
to adverse weather conditions 
which make it necessary to spend 
every possible minute in the fields. 
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Then, too, farmers in general are 
not as broad-minded as the one re- 
ferred to in the above paragraph. 
Most of them fail to take their cur- 
rent earning power into considera- 
tion when it comes to buying the 
things they need. Strange as it 
may seem, the majority of farmers 
still are very much price-minded. 

We realized this more than ever 
at the American Lumber congress, 
when the symposium: The Con- 
sumer Speaks gave several groups 
(railroads, housing, industrialists, 
farmers, etc.) an opportunity to tell 
what they wanted from the lumber 
industry. Charles Shuman, presi- 
dent, Illinois Agricultural associa- 
tion, among other things mentioned 
“prices at least one-third lower.” 

Regardless of the price received 
for hogs or corn or any other farm 
product, the price paid for 1,000 
feet of lumber must still be low! 

x * 

“Think of that,” said the weary 

salesman as he wiped his brow. 

“| had to phone twelve dealers 

before | could get rid of that car! 


Last year one call would have 
been enough. 


% * * 


All Houses Are not Homes! 

T HAS NOW become apparent 

that a house must stand on its 
own legs (just the same as any 
other piece of merchandise) instead 
of depending upon guaranteed mar- 
ket contracts or prefab ballyhoo. 
If it can’t measure up satisfactorily 
in appearance, quality, livability, 
economy.... it simply is going to be 
too bad for the prefabbers or Uncle 
Sam. From all appearances the lat- 
ter generous gent is about to be- 
come the unwilling owner of several 
warehouses full of prefabs that ap- 
pealed only to the enthusiastic 
promoters and a hopeful, but un- 
wise, government official. Despite 
all this, our busy-bee planners still 
feel that. Uncle can do it best! Our 
slogan: “Adieu to TEW!” 


* * * 


Sears Roebuck expect to hit $2 
billion in sales in 1947. Remem- 
ber when lumbermen “objected” 
to their selling building materials 
and tried to stop them from doing 
so? 


MERCHANDISING CGireéc | 








Trick of the Month 

NEW HIGH (or shall we say 

“low”’) in monthly services 
is the offer of a progressive novelty 
company to supply companies with 
a new trick each month for each of 
their salesmen to enable them to 
provide a bit of entertainment and 
relaxation for customers and pros- 
pects. As revealed in Nation’s Busi- 
ness, the necessary equipment plus 
instructions will be furnished at a 
fixed fee per salesman and the ideas 
will emanate from the brains of 
the nation’s best magicians. There 
is no guarantee that pulling a 
wriggling rabbit from under the 
vest of the astonished prospect will 
end up with an order. Possibly an 
intensive course in hypnotism 
would come closer to turning the 
trick! 

* * * 
Unfortunately all the publicity 
about high prices is scaring sales- 


men even more than their pros- 
pective customers. 


x * & 


PEAKING of the farm market 
(and it’s a good subject to 
dwell on) reminds us of the quick 
come-back of a Minnesota lumber 
dealer when a farmer hit the ceil- 
ing upon learning the price of a 
bill of materials. 

“Tell you what I’ll do,” said the 
dealer. “Not long ago that lumber 
would have cost you twelve steers 
from your feeding. lot. Today [’ll 
take ten and PUT UP THE BUILD- 
ING FOR YOU!” 

We may not have the figures ex- 
actly right but the idea is what we 
are driving at. Farmers need pric- 
tically everything in the way of 
new buildings, modernizing, and re- 
pairs. What they buy today (again 
IN TERMS OF THEIR PROD- 
UCTS) will be the cheapest pur- 
chases they ever made. 


* % * 


Thought for the Day 


|, bpann THAN 80 percent of he 
cost of the average home is 
paid to labor, either on the site, in 


POP DANE RSS 9. 





abl ae eplaaegmmbuanssygy Mate’ 


the mill and factory, or in ot»er ff 


off-site material prices.”—Chicg0 
Journal of Commerce. 
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Now in its 5lst year of production of Doug- visualize to you today’s modern White River 
las Fir and West Coast Hemlock, White manufacturing facilities. Behind these mod- 


River is operating on the identical site where 
it began in 1896. Three times White River 
has rebuilt its plant, each time more mod- 


erm facilities is a vast Tree Farm, growing 
timber for White River to harvest in the 


em than before. The illustration above will future. 


WHITE RIVER LUMBER CO., Winsett: 


SINCE 1896 
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CUSTOMER DUSTER These dusters 


@ New type air control assures smooth dust 
pickup, easy control of discharge. 
Seb 


na 


AN & [@ Burvinc Propucts MERCHANDISER, July. 19, 1947 


STOP MAKING HALE SALES? 


FREE DISPLAY 
FOR YOUR STORE 


This FREE Lowell Roto- 
Blast Display helps you 
sell. It gets the story of 
the Roto-Blast’s advan- 
tages over fast. One packed 
FREE with each dozen 
dusters. Set this display 
up, in your windows, and 
on your counters. Build a 
dust display around it. 
Put it to work at once. 
Send in your order now. 


1 Onder Today 


TO EACH SELL A IMMEDIATE 
DUST . Roto-Blast DELIVERY 


are manufac- 

—— tueed, facued 

7 and ready to 
BLAST FEATURES SELL FOR YOU! ship. Each day’s 
ver needs oiling, plunger permanently delay is costing 
ricated. you sales. Send 


to-Blast center discharge lets duster op- your order for 


ite efficiently no matter how it’s held. immediate 
shipment. ¢ 


ectional nozzle makes application easy, 
‘, accurate; it saves money by elimi- 
ng waste of dust! 
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EVERY INSECTICIDE PURCHASER NEEDS A 


LLoweLn ois Bul DUSTER 


Huge national advertising campaigns will quadruple 
the number of housewives, gardeners and poultrymen 
who come to you for powder insecticides and dust. 
Show them how Lowell Roto-Blast Dusters make in- 
secticides go further, how they do a better job with 
less work; make two sales instead of one. Get this 
extra profit with no extra effort. Every insecticide pur- 
chaser is a ready prospect for a Lowell “Roto-Blast” 
Duster. The Roto-Blast is available now for immediate 
delivery. Order now. 


LOWELL Ae nifecturing Co 


DEPT. 63, 589 EAST ILLINOIS ST., CHICAGO 11, ILL. 


MAIL THIS COUPON TODAY 


LOWELL Manufacturing Co. 
DEPT. 63, 589 E. ILLINOIS ST., CHICAGO 11, ILL. 
Yes, ! want to double my profits. Ship me immediately 
dozen Lowell Roto-Blast Dusters at 


$12.60 ($14.75 Western Territory) per dozen, F.O.B. LOWELL, 
Michigan. 




































DEALER'S NAME 





STREET 
CITY STATE 








MY JOBBER'S NAME 
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“Applied After" Wall Trims 


New metal trims are designed to 
be applied after the wall covering 
has been cut and cemented to the 
wall. No special tools are neces- 


sary. The new set includes a cap 
strip, a divider strip or panel strip, 
an outside corner and an inside cor- 
ner. Special nails are furnished 
with each shipment in sufficient 
quantity for every piece. Because 
of the continuity of design, the cap 
strip sets on top of the outside and 
inside corners, completely hiding 
any rough ends. The trims are ex- 
truded aluminum. Price lists and 
other information may be obtained 
from Youngstown Manufacturing 
Inc., Dept. AL&BPM, 66 S. Pros- 
pect street, Youngstown, Ohio. 


Wood Rot Preventive 


By applying a preservative for 
wood, which is just appearing on 
the market, any wood which comes 


SRthgat 
wooo 
SERVAT 


Ateeet! 


in contact with the soil can be pro- 
tected from rot and termites. Set- 
fast Wood Preservative is said to 
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protect all types of wood from bac- 
teria, mold, rot and termites. Its 
thin consistency assures maximum 
penetration of the wood. It is for- 
mulated so that wood treated with 
it can, when dry, be painted over 
without bleeding through. It is 
said even white paint can be used 
without the color of the preserva- 
tive coming through. It is not 
necessary to paint it unless de- 
sired, for the preservative dries to 
a pale green shade. It can be ap- 
plied by brush, spray or dipping, 
and all parts must be covered. It 
comes in quart or gallon cans. For 
further information write Inter- 
chemical corporation, Trade Sales 
division, Dept. AL&BPM, Fair 
Lawn, N. J. 


Multi-Plug Outlet Box 


A new Multi-Plug outlet box, 
model 3001-A, is a small unit con- 
taining eight standard receptacles. 
It can be plugged into any conveni- 


net wall outlet and helps to solve 
the problem of an insufficient num- 
ber of wall outlets. In addition the 
boxes can be pyramided; one can 
be plugged into another. Two fuses 
protect the main line against 
shorts and overloads. A neon pilot 
light tells AC from DC and signals 
voltage on all plugs; comes com- 
plete with 15 Amp fuses, 12 feet 
of rubber appliance cord and un- 
breakable flat plug. It is com- 
pletely metal-enclosed. Cabinet di- 
mensions are 3x4x5 inches. For 
further information write Sun 


‘Radio & Electronics company, Inc., 


Dept. AL&BPM, 122 Duane street, 
New York 7, N. Y. 


Plastic Floor Coating 


Plas-Tile Nu-Clear transparent, 
a new type plastic coating for 
floors, linoleum, woodwork and fur. 
niture will be released shortly. This 


coating dries to a glossy finish that 
is said to require no waxing or 
polishing to keep clean. It is non 
slip, non-crack, non-peel, and is 
said to resist alcohol, scalding 
water and acid. 
tion program includes national aé- 
vertising and cooperative dealer 
advertising. For further informa 
tion about this product write Man- 
hattan Paint Distributors Inc, 
Dept. AL&BPM, 11 W. 42nd street, 
New York, N. Y. 


Mechanized Wheelbarrow 


Production of a mechanized 
wheelbarrow capable of carrying 4 
one-ton load at speeds up to li 
miles per hour has been announced. 
The unit, which is called Scootruk, 


is virtually a miniature dump truck 
It is built to haul concrete, sand, 
bricks, mortar and other building 
materials. Equipped with special 
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POWERFUL COMETS 
SPEED THE WORK 


For top speeds on volume jobs, cut with 


Comets. These superb Radial Power Saws 


are rated high for their swift, smooth, 
accurate cutting performance. All jobs 
large to small are more profitable if 
Comets do the cutting. Rugged, sturdy 
machines, they respond to fingertip pres- 
sure because they are so perfectly bal- 
anced. Ask any Comet owner about his 
Comet. Order from your dealer or write 
direct. 


CONSOLIDATED MACHINERY & SUPPLY CO., LTD. 
2029-33 Santa Fe Avenue, Los Angeles 21, California 
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WHAT’S NEW? 





airplane type tires, it is said to run 
anywhere, even on loose sand, with- 
out special roads or runways. It 
is said it can be used for scaffold 
or second story work since it 
weighs only 1000 pounds. Steering 
is by a single tail wheel. Power 
is supplied by a six horsepower, 
air-cooled engine, a four-speed 
transmission — and reverse — pro- 
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Special 
Offerings 


for Prompt Shipment 


2x8" — 18&20' No. 2&Btr. 
AD AST YP S4S EE 


11/16x6&Wdr. R/L No. 3 
Com. YP S4S 
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vides power for grades and speed 
for straightaways. Dumping is 
controlled from the driver’s seat 
or from the side of the bucket. For 
further information write Novo 
Engine company, Dept. AL&BPM, 
Lasing, Mich. 


Steel Basement Window 


Kewanee Manufacturing com- 
pany announces the introduction. of 
a steel basement window. This 


window will accommodate putty or 
puttyless glazing and is built in 
three sizes, two-light. The window, 
it is said, cannot be opened from 
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AD GUM 
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NOW..in Our Second 50 
Years of Quality Lumber 
Production 


Mixed Cars a Specialty 
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the outside. Screens and s‘orm> 
sash may be inserted or remove 
by means of spring plungers |t 
has friction supporting arm con. 
struction which allows the window 





to be opened to any degree Ith 
stays open without other support. 
The one-piece, wide sills, are off 
steel. Corners are welded to pref} 
vent leaking. Fins on each side 
are a part of the window and fit 
deeply into the masonry. For more 
complete information write Kewaf 
nee Manufacturing company, Dept. 
AL&BPM, Kewanee, III. } 
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Exhaust-Type Ventilator 


An exhaust-type ventilator of 
entirely new design is being ar: 
nounced. This new Fasco ventilag 
tor features a single automatic con- 


ee 





trol, new efficiency in air move 
ment, and easy installation ani 
maintenance. One control opens 


Vey 

























and closes the outside door, al 
starts and stops the fan autcmati 
eally. Air in the average sil 
kitchen is said to be changed col 
pletely every three minutes. Ti 
tubular duct requires a minim 
size hole and the square _nsif 
grille and outside door frame pt 
vide ample overlap. Instal!atid 
can be made in new or old home 
It fits walls from five inches to 9# 
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For Sale-- — 
DOUGLAS FIR--PLANT & SITE 


Located at Roseburg, Oregon, in the heart of the best stand of 
Douglas Fir. Equipped to handle 50,000 ft. per day. Sorting, re- 
saw, loading and unloading facilities. Wonderful opportunity for 


supplying a retail yard with lumber at low cost. 


Write Box N-36, American Lumberman, Inc. 














HUTHER BROS. 
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PATENT INSERTED TOOTH GROOVER 
Firthite Tipped Inserts 


LONG-LIVED SAWS FOR LONG-RUN ECONOMY 


Firthite Tipped Saws made by Huther Bros. Saw Mfg. 
So. are made to stand hard service and are, there- 
fore, long-lived Saws insuring long-run economy to the 
user. These saws are used for cutting hard Masonite, 


FIRTHITE TIPPED SAW 
Inserted Type, for Wood 


FIRTHITE TIPPED SAW 
Solid Type, for Wood 


Teak, Fire-proof Lumber, Plywood, Linoleum, ete. 
Huther: Bros. have long taken special pride in the’ 
quality of their manufacture, and the service and 
satisfaction all Huther Bros. saws give the customer. 


Write for Huther Bros. 60 


HUTHER BROS. SAW MFG. CO., Rochester, New York 


Catalog No. 






inches thick, and up to 13% inches 
thick with an extra sleeve. Grille, 
door and duct are constructed of 
steel. Door and duct are finished 
in corrosion-resistant paint. Grille 
is finished in white, baked-on en- 
amel. For further information 
write F. A. Smith Manufacturing 
company, Dept. AL&BPM, Roches- 
ter, N. Y. 


Thermopane Clip 

A special type metal clip for 
glazing Thermopane in steel sash 
has been developed. The new clip 
is said to be non-corroding. It is 
easy to use. Basically, the clips 
are designed for use in standard 
punched steel sash when double 
Thermopane units are used and 
where such double units are manu- 
factured with two lights of 14% inch 
thickness with a 14 inch air space. 
The clips can be used in glazing 
other types of Thermopane units 
of increased thickness, providing 
sash are specially punched to ac- 





time, labor, and money 


SAVE 


on every shipment 


of lumber... 


handling 





ACME STEEL COMPANY 


NEW YORK 7 


80 


ATLANTA 


three important benefits 
with Acme Steelstrap 


and Acme Unit-Load 
Band .. . Check ‘em! 


Weaster, safer loss A cesior piling 


through damage 
or theft 


Steelstrapping lumber into easy-to-tally bundles (Acme Uni- 
Paks) enables you to handle it quickly—in LARGE LOTS. 
For free booklet of ‘ton the scene” photos showing modern 
methods of handling, shipping, and delivering lumber write 
Acme Steel Company, 2808 Archer Avenue, Chicago 8, II. 











and tallying 





ACME STEEL CO. 
CHICAGO 


CHICAGO 8 LOS ANGELES ll 





commodate. Glazing instructions 
are printed on the box. For more 
complete details about the clips and 
about Thermopane insulating glass 
write Libbey-Owens-Ford Glass 
company, Dept. AL&BPM, Nicho- 
las building, Toledo, Ohio. 


New Hand Trucks 


Announcement is made of a new 
line of hand trucks, to be marketed 
under the trademark Ace, and feat- 
uring a thrust-absorber principle, 
By this design, the thrust from the 





load is carried directly from the 


nose plate to the frame and not ff 
The line Ff 
includes 19 different models of 


through a welded joint. 


varying size and capacity. The illus- 
tration shows the model especially f 
designed for easy handling of — 
crates, boxes, etc., where the going ff 
is rough. It is equipped with semi- ff 
pneumatic wheels and has a capac- Ff 
ity of 750 pounds. The trucks are — 
made of 16 gauge, one inch O.D. — 


furniture grade steel tubing. For 


illustrated descriptive material, 
write the Ace company, 
AL&BPM, 12-40 N. Orange street, & 
Ocala, Fla. 


West Coast Lumbermen's 
Directory 


A revised edition of the West 
Coast Lumbermen’s association 
Membership Directory, which in- 
cludes a detailed listing of manu- 
facturing equipment and products, 
is now available upon request. 
Listed in the Directory are the 
leading sawmill and remanufactul- 
ing plants, loggers, wood pipe, 
wood treating and prefabricating 
companies of the Pacific North- 
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Let Executone show you 


—how to turn 
Non-Productive Time 
into Profit! 


@ THINK how much time is wasted by your key per- 
sonnel running back and forth to confer... waiting 
for assistants to get urgent information... waiting for 
inside calls to clear your busy switchboard. 
All this non-productive time is a serious drain on 
your profits. 
, ‘ Executone Inter-com plugs up these profit leaks. 
m the > ke = afi | -C7 ‘> . With the split-second speed of electronics, you get 
id not fF (agudt «aie j instant voice-to-voice contact with every member of 
ie line FH | i A : your staff. You just press a button—and talk. Instruc- 
als of F Y a tions may be given, questions 
e illus- asked and answered, without 
ecially anyone leaving his work. You cut 
neg of s : —— overhead—control labor costs — 
going f ~*~. , 4 , 4 — ; get more work done faster. 
.semi- & - - « 
capac- BN ah V Executone Systems are uncon- 
ks are § Bsc month, through Better Homes & © 4 were mening quaennieen. : 
1 O.D.} | Gardens, American Home and other magazines, _ - V Over 100,000 successful instal 
For : : . lations prove its dependability. 
., E |. more and more homemakers are learning about " em ee 
iterial, |, : ‘ : : V It will pay you to investigate 
Dept. B | the advantages of eget Prestile -.. - the quality Executone. Mail the coupon Topay! 
tileboard with its plastic beauty baked in. While 


we are striving to meet overwhelming demand,. . 
Prestile continues to advertise as an. aid to . 
dealers, contractors and architects. 2 XECH GHl 


PRESTILE MANUFACTURING COMPANY 
2860 LINCOLN AVE., CHICAGO 13, ILL. COMMUNICATION & SOUND SYSTEMS 
ciation f EXECUTONE, INC., Dept. G-6 4 
ch i 415 Lexington Ave., New York 17, N. Y. 
Without obligation, please let me have... 
CJ Literature on Executone. 
[] A look at Executone in my office. 
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WHAT'S NEW? 





west. The book details the species 
of lumber offered by each company 
and the products manufactured. 
Copies may be obtained without 
charge by writing the West Coast 
Lumbermen’s association, 1410 S. 
W. Morrison street, Portland 5, 
Ore. 
Colonial Lighting Fixtures 

Just released to the national 
market are colonial lighting fix- 
tures. The line includes such tra- 
ditional items as the Boston post 
lantern in wired post or wall mount- 
ing style, and electrical colonial 
wall sconces in reproduction of 
original candle holders, but featur- 
ing modern concealed wiring and 
individual switch control. The lan- 
terns are made from heavy gauge 
copper treated with special weath- 
er-resistant black finish. The 
sconces are available in two fin- 
ishes, pewter or antique brass. For 
a complete catalog of these fixtures 
write Asquith Associates,’ Dept. 


AL&BPM, 131 State street, Boston 


9, Mass. 





@ All steel. No wood to 
rot, splinter or warp. 


@ 50% stronger, yet light, 
in weight. 


@ Double braced frame 
withstands heavy side 
thrust of livestock. 


@ Guaranteed not to sag. 


@ Heavy gauge woven 
wire — hog tight. 


@ Two adjustable coil 
springs lift the gate. 
Dependable, foolproof: 


@ Complete with latching 
bolt, stop plate, hinges 
and prop rod. 


@12, 14, and 16-foot, 
widths, 4 feet high. 


WRITE for folder and low 


dealer prices. 





Saw Horse Clamp 

The new Panco saw horse clamp 
and Panco scaffold clamp consists 
of an all-metal hinged cap that ex- 
erts bear trap action on the cross 





piece—the greater the load the 
tighter the grip. Positive cam ac- 
tion lock is said to eliminate all 
possibility of collapsing. Legs and 
cross piece may be cut right on the 
job and can be disassembled for 






pRaises automatically — lifts above snow, mud, etc. 
jNo tug and pull over uneven ground. 


Even in the heaviest snow, there's no need to clear a 
path for the DURABILT gate. 
ground won't stop it either. Easier to open in a heavy 
wind. The gate is saved from unnecessary twisting and 
shoving at all times. 


Sand, mud or uneven 


Outstanding in every detail. 


DURABILT MFG. CO. 


604 Arnold Ave. . ” 


Aurora, Ill. 





82 
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transportation or storage in flat 
form. The clamp is made o* 1§ 
gauge steel, weighs 4% pounds 
per pair and supports one ton, 
Uses 1x4 inch legs and 2x4 inch 
cross piece. For further informa. 
tion write Cappy Rix Sales, Dept, 
AL&BPM, 1507 W. Seventh stveet, 
Los Angeles 14, Calif. 





Steel Residence Casements 


A new folder illustrating and 
describing the Steelcraft line of F 
steel residence casement windows 
is now available. Included are stee! 
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basement windows, steel residence> 
casements and steel utility winf 
dows. The types and sizes are def 
scribed and illustrated construction>” 
details are included. Features off 
these windows include extensiol 
type hinges which have been def 
signed to allow greater than «avel-h 
age clearance for easy cleaning 0 
the window from the inside and con- | 
tinuous double contact all aroun( 

the frame and ventilator to make 
the window weather- and water 








Hot Water Control 


A new unit called the Aquemal, 
for the conversion of gasfired side 
arm water heaters of convent ona 
design to a remotely controlled al: 
tomatic operation is announced. 4 
three position remote control svvitel 
in the kitchen or bath provices ! 
controlled volume of hot water at# 
controlled cost of operation by (1) 
automatic operation of the heateé 


tight. For a copy of this folde! | The | 
write Steelcraft Manufacturinf) highe 
company, Dept. AL&BPM, Ross ) in set 
moyne, Ohio. i Saving 
H and f 
m giazie 
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| application and quick setting speeds production. 
| need for reglazing because of its tenacious adhesion under 
) all normal conditions. 
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For more Information or Special Requirements write Today! 
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AMERICA’S 


: for sash & door makers! 


PERMA 


GLALE 
GLAZING 
COMPOUND 


.. provides top quality with all-around economy. Ease of 
Never a 


PERMA GLAZE 
GLAZING COMPOUND 


Once sash is glazed with Perma Glaze 
it's ready for immediate shipment. Perma Glaze is designed 
to meet your requirements and exceeds highest specifica- 
tions on any job... proved by thousands of installations! 


Q. D. 
PRIMBLESS 


PUTTY 


The original, unmatched primeless putty made only of 
highest quality ingredients to provide glaziers the utmost 
in service at lowest cost. No priming of sash is necessary, 


QD. PRIMELESS 
PUTTY 





} saving production time. Uniform quality, minimum shrinkage 
| and fast setting combine to make this putty the favorite of 
| glaziers the country over! 
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«BIDDLE ... 


RICA'S LARGEST EXCLUSIVE Pully Makers 


WS. MAIN ST., ST. LOUIS 2, MISSOURI 
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WHY THE 


SUPERIOR 
| WINDOW i 





SUPERIOR || 


: . . . Superior Win- 
dows are equipped with a 
special weatherstrip which in- 
sures easy, smooth sliding sash 
at all times. 


This weatherstrip compen- 
sates for expansion and con- 
traction in the sash due fo cli- 
matic changes . . . no matter 
what the weather is—wet or 
dry, Superior Windows oper- 


ate easily and smoothly. 


The Superior Weatherstrip is 
one of many features that 
make Superior Windows su- 
perior. 


Be sure to keep "‘Superior”’ 
in mind for the time when Su- 
perior Windows are more 
readily available. 


THE SUPERIOR WINDOW IS A som 





Bilt-Well Interior Doors I 
Bilt-Well Exterior Doors : 
Nua-Style Kitchen Cabinets i 
Bilt-Well Shutters i 
Clos-tite Casements I 
Bilt-Well Basement Windows | 
Bilt-Well Combination Doors \ 
Bilt-Well Louvres and Gable 

Sash \ 
Bilt-W ell Corner Cabinets 1 















BILT 
wooo % 


CARR, ADAMS AND COLLIER COMPANY 
Dubuque, lowa 


Carr-dor Overhead Garage 
Doors 





Each window unit is in- 
stalled with the Bilt-Well 
Superior cushion type, jamb 
liner weatherstrip. It is nail- 
less, flexible; applied at 
Factory 


Easy sliding the year 
around. Swelling or shrink- 
ing will not affectthe smooth 


weather-tight operation. 


Sash may be removedeasily 
and quickly without loosen- 
ing or removing the 


weatherstrip. 


Light, snug contact between 
sash and weatherstrip at 
all times, no stick, no dust, 


no draft. 


Perfect counter-balancing at 
all points. Windows stay in 
any position. Balances 
guaranteed for the life of 


the building. 


WELL 


PORK mame PRODUCT 


Bilt-Well Medicine Cabinets 


1 
i 
Bilt-Well Ironing Board | 

Cabinets ! 
Bilt-Well Mantels : 
Bilt-Well Telephone Cabinets i 
Bilt-Well Stair Parts H 
Bilt-Well Unit Linen Cabinets 4 
Bilt-Well Breakfast Nooks i 
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so that a predetermined amount of 
hot water is maintained constantly 
in storage; or 


(2) manual opera- 
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ATOMATIC 
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tion in which position a controlled 
amount of water is heated after 
which the heater automatically 
shuts off and stays off; (3) an “off” 
position. For more complete de- 
tails write Schaefer Electrical 
Products company, Dept. AL&BPM, 
5618 Twelfth street, Detroit 8, 
Mich. 





Sink Frame System 


A new packaged sink frame sys- 
tem is said to eliminate virtually 
all problems encountered in cabinet 
sink installation and providing a 


Interlocking lug and frame serve as sink hanger, 


while tightening screw forces bow! securely under 


inside flange of frame and pulls outside flange 


tightly over sink top covering 


Completely water- 
tight, sanitary bridge 
between cabinet top 


and sink bow! 


Pressure of screws in 


Flange on each bug 
grasps bottom of sink lugs mokes frame/ 
board firmly and conform to contour $f 


sink bow! ledge 





tightly 


self-sealing, watertight sink frame. 
The system consists of a sink frame 
available in 15 stock sizes, plus 
other sizes to order; a set of lugs 
and screws with which the frame 
and sink bowl are secured to 
the cabinet top and four temporary 
clips with leveling screws for each 
corner of the sink bowl cutout, to 


hold the bowl] in place while lugs 
are being attached. No special 
tools, scribing or precision work are 
required. The Hudee frame can 
be used with standard plywood cabi- 
net tops 34 to one inch thick, in- 
cluding covering materials up to 
and including % inch thickness, 
For an illustrated and descriptive 
circular write Walter E. Selck & 
company, Dept. AL&BPM, 223 West 
Hubbard street, Chicago 10, Ill. 


Electric Fence Post 

The Dare Set-Eze electric fence 
post, which will keep all livestock 
in place, is said to be easy to in- 
stall by either foot or maul. It is 





made of %% inch steel rod, with 16 
gauge anchor plate and two 3/16 
inch cadmium plated insulator arms 
fully adjustable. They are shipped 
20 to a carton. For more complete 
information write Dare Products 
Inc., Dept. AL&BPM, 66 E. 
son street, Battle Creek, Mich. 









yng Hel 





ps You Sell... 


Jack- 


































~ TaN 





CATHY hy 
Sead 


You Can‘t Equal Wood Siding 


% Dimension 


ae tnny! vr 


NYAS \y 


Your customers will be pleased 
with the quality of 


KILN DRIED 
SOUTHERN PINE 


Davis Bros. are shipping— 


% Flooring 
% Drop Siding 


Mixed Cars a Specialty 


Also Southern Hardwoods 
Elm, Ash, Beech, Red and Sap Gum, 


—that doesn’t split or check or warp. No complaints 
about blue stain or rot and IMPORTANT, an un- 
blemished paint surface, free of blisters, cracks and dis- 
coloration. 

And for that WOODLIFE treatment the owner paid 
you $18. per thousand board feet. A profitable trans- 
action withal. 


Protection Products Mfg. Co. 








1921 






Mirs. of CHEMICAL PRESERVATIVES Since 









Research Laboratory and Plant KALAMAZOO, MICH. 


Dependable Quality and Service 


DAVIS BROS. LUMBER CO. 


Red and White Oak 


*Shiplap & CM 
% Interior Trim 
and Mouldings 





e e 
Ansley, Louisiana 
Serving Quality Buyers for More Than 6O Years 
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Highlights from Lumber Survey 
Committee's Quarterly Report 


Quarterly report of the Department of Commerce’s 
Lumber Survey Committee indicates lumber prices 
have reached their peak. 

Total lumber consumption in the first quarter, the re- 
port states, was 12 percent less than domestic produc- 
tion. Hardwood consumption for the first quarter 
(1,593,000,000 feet) was 15 percent below the previous 
quarter and 8 percent under the same quarter last year. 

Hardwood production in the first quarter (1,818,- 
000,000 feet) was 17.8 percent below the previous quar- 
ter and 16 percent higher than the same quarter in 
1946. 

Based on floor area, construction in the first quarter 
of 1947 was 15 percent below the same period in 1946. 

Output from many of the small mills is declining be- 
cause of the resistance from buyers to the purchase of 
substandard, green, ungraded lumber. 


| Current Statistics on 
Output and Distribution 


Lumber shipments of 384 mills reporting to the Na- 
tional Lumber Trade Barometer were 4.4 percent below 
production for the week ending June 28, 1947. In the 
same week new orders of these mills were .3 percent 
above production. Unfilled order files of the reporting 
mills amounted to 62 percent of stocks. For reporting 
softwood mills, unfilled orders are equivalent to 24 days’ 
production at the current rate and gross stocks are 
equivalent to 37 days’ production. For the year-to- 
date, shipments of reporting identical mills were 3.4 
percent above production; orders were 4.8 percent 
above production. Compared to the corresponding 
week in 1946, production of reporting mills was 3.2 
percent above; shipments were 6.1 percent below and 
new orders were 5 percent above. 


Western Pine 


‘he cut by the 93 mills reporting to the Western Pine 
Association for the week ending June 28, 1947 totaled 
6;.701,000 feet. The same week a year ago the cut was 
6°. 759,000. Shipments during the current week totaled 
57.969,000; orders totaled 71,703,000. Shipments were 
9} orcent below production and orders were 12.6 percent 
' above production. Unfilled orders on file at the end of 
) th week totaled 165,366,000 feet compared with 225,- 











18.000 a year ago. Gross stocks stood at 565,749,000 
co npared with 535,426 for the same period last year. 





Scuthern Pine 












_ . roduction of Southern Pine by the 95 mills report- 
In; to the Southern Pine Association for the week end- 
ins June 28, 1947 totaled 14,346,000 feet. This was 5 
pei: ent above the three-year average for the same mills. 
Shi»ments for the week ending June 28 amounted to 
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1, Complete weather 
protection and sash bal- 
ance in a single unit. 


4 2. Provides easy win- 
dow operation. 


3. Lasts the life of the 
| building. 





@ Used with a stock plank frame 
and stock sash. 





@ Plank frame permits use of 
narrow mullions and trim. 


e@ Less expensive than weather- 
stripping combined with any 
other type of sash balancer— 
costs only slightly more than 
balancers without weatherstrip- 
ping. 


@ Four balancers to each window. 


e@ No paint stuck windows—en- 
tire jamb covered with metal. 


WRITE 


FOR FOLDER 
Gives Complete Details 





5615 Harper Ave. 


ZEGERS INC. Chicago 37, Il. 


HYDE PARK 5400 


FOR OVER 25 YEARS ... 
METAL 


MANUFACTURERS OF 
WEATHERSTRIPS AND CAULKING 





Anaconda Copper 
Mining Co. 


Lumber Department * 


| Bonner, Mont. 


Manufacturers of 


Ponderosa Pine, Fir and 
Larch Lumber 




















PARTON cw 


MODERN WOOD PRESERVATIVE 


@ fT not only prevents termites and decay, 
but also allows the surface to be painted, 
stained or varnished. PAR-TOX does not 
leach out. From its first application fifteen 
years ago, there is no evidence of any loss 


of toxic value. 


@ WHEREVER wood is used, PAR-TOX treat- 
ment is an economical measure for conserva- 
tion — it greatly lengthens the life of any 


wood product. 





Specify ‘*‘PAR-TOX 
Treated” on your next 
order. 












IRA PARKER & SONS C0. 


OSHKOSH, WISCONSIN 


80 years of service 
to the sash and door 
industry. 





Manufacturers 


and Wholesalers 
OF 


Wi; D T 
Wy SPECIAL LUMBER PRODUCTS 


Anything Made From 
Western Lumber! 


WE MANUFACTURE 
AND SPECIALIZE IN 
Furniture Dimension 
Glued-Up Stock 
Carpenters’ and Special 
Mouldings 
Venetian Blind Slats, 
Ralls and Fascia 
Ready-to-Assemble 
Furniture Parts 
Industrial Shook 




















Remember, too, 


WE WHOLESALE 


3 $ and other West Coast 
bit Woods 

Ae San ee 
eww, CARLOAD QUANTITIES 
ae ONLY 
‘. 2a except venetian blind ma- 
terial, on which we can 
make less than carload 
shipments from our Kan- 
A sas City warehouse. 


Address all correspondence 
to our Kansas City Offices 


t ¢ LM DiS / 2 7 , 
"7% 
4 ° FP, yj ~ / 


Menvtectorers ond Wholeselers 1635 Dierks Bldg, Kansas City 6,Mo., Victor 4143 
Member of Western Pine Ass’n., National Woeden Box Ass‘n., Ponderosa Pine Woodwork, 
National American Whelesale Lumber Ass’a. 


West Coast Office: 910 Porter Building 








Portland 4, Oregon 









LUMBER MARKET 





13,629,000 feet. This was 5 percent below production 
for the week. Orders placed during the week totaled 
16,661,000 feet or 16.14 percent above production. 


Northern Pine 


Production of Northern Pine by the five mills report- 
ing to the Northern Pine Manufacturers’ Association 
for the week ending June 28, 1947 totaled 1,750,000. 
The same week a year ago production was 1,500,000 
feet. Shipments during the current week amounted to 
750,000 feet compared with 1,000,000 feet a year ago. 
Unfilled orders on hand stood at 2,260,000 and gross 
stocks at 17,320,00 feet. 


In the Market Centers 


SEATTLE—Demand is stronger. Prices held firm 
through June. Many buyers came back into the mar- 
ket after waiting in vain for prices to go lower and fear- 
ing the possibility of being caught short by small July 
production. Upper items very scarce. Dimension has 
firmed more than any other lumber. Prices range from 
$52 to $60 depending on whether the lumber is shipped 
in mixed cars, random lengths or specified lengths. 
Green shingles move at $8.50; dry, at $9.25 to $9.50. 
These prices are considered bottom. 


TACOMA—Weather conditions excellent; no serious 
forest fires. High prices are proving an effective block 
to other than essential purchases. High building costs 
are blamed for drop in local construction compared with 
last year. 


KANSAS CITY—Heavy rains make it impossible to 
work the forests. Weather plus the price drop have 
combined to close many small mills. High labor costs 
make it impossible for small mills to show a profit. 
Better demand and slightly higher prices are noted. 
Inch boards have gone up $2 to $3 per M in last two 
weeks. Mills are quoting such lumber at $55 to $58 
per M. Demand for long dimension—12-foot and 
over—has advanced about $3 per M. Demand for 
flooring has improved. Difficult to locate C & better 
flooring, but No. 2 & D commons in straight cars are 
plentiful. Federal Reserve Bank of Kansas City re- 
ports retail lumber dealer sales for 140 retail line 
yards in seven-state area down 5 percent in May com- 
pared with May, 1946. Inventories were up 240 per- 
cent for the same period. 


BALTIMORE—Cheaper grades of Southern Pine 
have weakened in last two weeks. Prices quoted on No. 
2 Yellow Pine: in 8 to 12-foot lengths, 2x4, 2x8 quoted 
at $70 per thousand; 2x10, $72.50; 2x12, $75. For 14 
to 16-foot lengths, 2x4 to 2x8, $72.50; 2x10, $75; 2x12, 
$77.50; sheathing, 1x6 and 1x8 is quoted at $70 per M. 
No. 2 Yellow Pine air-dried flooring is quoted at $80; 
No. 2 Kiln dried at $100 and clear kiln dried at $180. 
Kiln-dried oak flooring, victory grade, 13/16x1%% inch 
is selling at $150 per thousand; 13/16x2%4 inch, $200; 
for clear grade, 13/16x1% inch, $200; 13/16x2% inch, 
$250. 
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BALANCER-ACTION, WEATHERSTRIPPING BENEFITS IN 
ie -tete 
WINDOW STAYS 


One operation to insure snug-fitting, 
free-sliding sash for all double-hung 
windows. Aiir-tite Window Stays ap- 
ply evenly distributed pressure onto 
both upper and lower sash towards 
the parting bead. Thus, weather in- 
filtration and slackness between sash 
and parting bead is eliminated and 
windows will remain at any desired 
height without cords, weights, pulleys 
or balancers. 


Air-tite Stays simplify inventury 
problems. They are the convenient, 
economical and logical way to 
finish new, old or completed window 
units. Write today for descriptive 
folders and prices. 








The plunger of each 
Air-tite Stay expands 
and contracts against 18 
lbs. of spring action. This auto- 
matically adjusts to wood swell- 
ing or shrinkage, allowing sash to be 
raised or lowered freely at all times. 

Cut-away view - Actual size 


@ o 
7_— 
U.S. Pat. No. 2,187,412 











NOW 


vailable 


for Prompt Delivery! 


@ | NN 










... foday’s answer 
to high building costs! 





WINDOW STAY COMPANY, CHICOPEE, MASSACHUSETTS 
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| cELF MERCH 
VOLUME TURNOVER . .. 


ANDISING - - 





QUICK PROFIT... 


That's the story of the 
ToL 
[etn -t- Yours 


METAL MOULDINGS 


MERCHANDISER 


[. This compact metal moulding floor display occupies less 
i than 21% square feet of your floor space. Yet it has 
{ proven itself a powerful self seller. Display contains 8 

tubes of consumer tested metal trim, 120° of each shape 
| to the tube, conveniently cut to six foot lengths and 
j ready wrapped. Full color counter display card and 
i 100 six page consumer folders explain how simple it 
is to cut, bend and install CHROMTRIM metal mouldings. 
| Order a CHROMTRIM MERCHANDISER today and prove 
to yourself what this nationally advertised profit builder 
can do for you. 


SEND TODAY FOR COMPLETE INFORMATION ON 
**TRIM-IT-YOURSELF"’ 


Sold only through a nation wide distributor organization. 


R. D. WERNER CO., Inc. 


295 Fifth Ave. e New York 16, N. Y. 
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Reflective Sisalation provides more than adequate insulation 
plus the perfect moisture-vapor barrier at a low material and 
| Jabor cost that drastically reduces the present cost of insulating. 

EASY TO SELL: Sisalation’s two-way protection and: 
low cost offers you a new field for sales. In old homes and 
new, keeps attics 10-15° cooler in summer . . . in new homes 
Sisalation saves more than 30% of the heat loss at a very 
low cost. At the same time, your customers get an effective 
moisture-vapor barrier without extra expenditure. 

MORE PROFITS FOR YOU: Your Sisalation sales to 
contractors and builders will pay off in profits! Let us send 
you free a complete set of selling aids. 


36” Sisalation is easily ap- 
plied in sidewalls, ceilings 
and under floors in resi- 
dences. Its sisal reenforc- 
ing prevents tearing or 
puncturing in handling 
and applying. Note “‘bow- 
ing-in” between studs to 
create reflective air spaces, 








OLD HOMES: 


48” Sisalation applied 
smoothly under attic raft- 
ers from top to bottom 
will cut summer tempera- 
tures from 10 to 15° — 
reduce temperatures in 
rooms below. Covering 
unfinished attics with Sisal- 
ation improves appearance. 





















The SISALKRAFT Co. 


DEPT. AL @ 205 W. WACKER DRIVE 
CHICAGO 6, ILLINOIS 
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L. C. Hart Named to New 
Johns-Manville Position 


Establishment of a new execu- 
tive office has been announced by 
Johns-Manville corporation, New 
York. 

L. C. Hart, who has been general 
sales manager of the company’s 
Building Products division and 
vice president of the corporation 
has been appointed to this new of- 
fice and will be vice president for 
relationships. 

R. S. Hammond, Atlanta district 
building products manager has 
been named to Mr. Hart’s former 
post and appointed a vice president 
of the corporation. 

In appointing Mr. Hart, R. W. 
Lea, president, said, “In this new 
position Mr. Hart will have the re- 
sponsibility for assisting the presi- 
dent in carrying out the basic poli- 
cies established by Lewis H. Brown, 
chairman of the board, to promote 








L. C. Hart 


a sympathetic understanding be- 
tween the company and its mem- 
bers.” Mr. Hart has been with the 


























R. S. Hammond 


company for more than 30 years. 

Mr. Hammond came with the 
company in 1922, and since 1933 
has been district manager in At- 
lanta. 
McEwen Ransom, Vice President 
of E. L. Bruce Company, Dies 

McEwen Ransom, 69, vice presi- 
dent and member of the board of 
directors of E. L. Bruce company, 
Memphis, died June 28. 

A leader in the development of 
the hardwood flooring industry, he 
began his career by entering the 
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PAUL BUNYAN is busy 


in northern California logging and milling high altitude Pon- 
derosa Pine, White Fir and Incense Cedar and surfacing the air- 


dried product. 


PAUL BUNYAN LUMBER CO. 


Manufacturer and Distributor 


Ponderosa Pine 


SUSANVILLE 


White Fir 


CALIFORNIA 


TRADE MARK 


Incense Cedar 





REGISTERED 








STEWART Iron and Wire Products 
are profitable to handle! 





Lumber dealers everywhere are finding it well 
worth their while to tie in with Stewart as their 
source of supply for iron and wire building 
products. Stewart manufactures Chain Link 
Wire and Iron Picket Fences for all types of 
property; also such items as Wire Window 
Guards; Stairway and Balcony’ Railings; 


Grilles; Iron Clothes Poles, and many others. 
Write for Catalog No. 83 and get your share 
of the profits that other dealers are now enjoy- 
ing through the sale of Stewart products. 
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THE STEWART 


IRON WORKS CO., Inc. 
1451 Stewart Block 
CINCINNATI 1, OHIO 











J. W. Wells Lumber Co. 


Montgomery I, Alabama 


Southern Hardwoods and Pine 
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Manufacturers 
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Quality Lumber 
for 59 Years 


, California Sugar Pine 
Ponderosa Pine: 
& Western White Spruce \ 


N. ewer 


WINTON LUMBER SALES CO., Yoshay “7ower, MINNEAPOLIS 2, MINN. 












* ig 
“Wo ODY" says: zs is — 


YOU HAVEN'T SEEN ANYTHING | 
‘ ‘ 


YET! . .. NOT UNTIL 


Sitka Spruce Lumber 


"WOODY" ADVERTISING ai <n and 


Box Shook 


YOU'VE SEEN THE 


CAMPAIGN FOR 


LUMBER DEALERS! 


POLSON 
Lumber & Shingle Mills 


Division of 


Polson Logging Company 


Hoquiam, Washington 


~ "WOODY" WILL WORK FOR YOU . 
WRITE FOR COMPLETE DETAILS 


worldwide syndicate 


P. O. BOX 6117 DALLAS, TEXAS 









































DISTRIBUTORS OF 


SHEVLIN PINE mani 


Reg. U. S. Pat. Off. (PINUS PONDEROSA) 
EXECUTIVE OFFICE 


900 First National Soo Line Building 
MINNEAPOLIS, MINNESOTA 


DISTRICT SALES OFFICES: 


NEW YORK 
1604 Graybar Bidg. 
Mohawk 4-9117 











| SELLING THE PRODUCTS OF 


*THE McCLOUD RIVER LUMBER 
COMPANY 
McCloud, Calif. 
*THE SHEVLIN-HIXON COMPANY 
j Bend, Oregon 


' *Member of the Western Pine Associa- 
| tion, Portland, Oregon. 
t 


SUGAR (Genuine White) PINE 
(PINUS LAMBERTIANA) 

















CHICAGO 
1863 LaSalle-Wacker Bldg. 
- Telephone Central 9182 


SAN FRANCISCO 
1030 Monadnock Bidg. 
Exbrook 7041 


CE ie Foc Wooden 
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lumber business with his brother, 


the late John B. Ransom. In 1924 
E. L. Bruce company purchased 
control in this company and elected 
him a director. He was made a 
vice president in 1926. 

Mr. Ransom was very active in 
the National Oak Flooring Manu- 
facturers’ association and the Maple 
Flooring Manufacturers’ associa- 
tion, having held official positions 
in both organizations. 


Seven Plywood Companies 





Consolidate in Plywood Inc. 


Plywood Inc., announces the con- 
solidation on June 1, 1947 of the 
following companies engaged in the 
plywood business, which will here- 
after be operated as divisions of 
Plywood, Inc. 

The companies are Plywood De- 
troit company, Plywood Dayton 
company, Plywood Grand Rapids 
company, Cleveland Plywood com- 
pany, Cadillac Plywood company, 
Traverse Plywood company and the 
operation of Plywood Tacoma Inc., 





ihe 
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ENGLISH TYPE-- RAIL AND HURDLE FENCE CATALOG 


Rail Fence has Chestnut Rails with 
Locust or Chestnut Posts 


PRODUCTS COMPANY -- TOLEDO 12, OHIO 


LARGE 
STOCK 


PROMPT 
SHIP- 
MENTS 


+ = WRITE 
OR 
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“® OZAN SHORTLEAF PINE LUMBER 


Ozan's reforestation program assures a 
dependable 
famous Arkansas shortleaf. 


permanent, 


* y 
25. a ¥ 
SHS GEE ee 


Sap Beige 


supply of this 


MBE 


The Ozan mills at Prescott and Delight, 


OUANLUE 





quality production. 


™ Ark., are modernly equipped for finest 
Ozan Pine is 100% 
kiln dried, stored and loaded under cover. 


LUMBER COMPANY ; 


PRESCOTT ® ARKANSAS 












FLOORING 


MAHOGANY 


WALNUT 
MILL | 
a 35,0000? 


capy. 15. 


- Say 


SSN 


N G, 
OF soe 


We are now able to offer the following stock 
which is thoroughly dry: 


2 cars 6/4 No. 2 Com. & Btr. Appalachian 
Red Oak , 

2 cars 8/4 No. 2 Com. & Btr. Appalachian 
Hickor 

1 car ed s.w. & Btr. Appalachian White Oak 

2 cars 4/4 No. 2 Com. & Btr. Beech 

2 cars 8/4 No. 2 Com. Poplar 


| YOO PY a 






Tacoma, Wash., as a subsidiary. 

The management and administri- 
tive personnel in each of these var: 
ous units will continue as the 
have in the past. 

Included in the board of dire 
tors of Plywood Ine. are Tei 
Thompson, George Beckhold, Ke) 
Lester, John Felker, James McKay 
and Roland Muetzelburg. 


L. G. Riecke Named President, 
New Orleans Lumbermen's Club 


Louis G. Riecke has been elected 
president of the Lumbermen’s Club 
of New Orleans at the annual meet- 
ing of the organization. 

Other officers elected are August 
Kellett, vice president; Sam Cohen, 
treasurer; E. B. Baldinger Jr., sec- 
retary and Edward G. Boh, H. J. 
Bremermann, T. F. Mathes, Emmett 
D. Brown, W. H. Moynan, R. N. 
Templeman, Ben L. Johnston, Wel- 
don W. Poole and J. B. Bateman Jr., 
directors. 


S. Rexford Black Joins Staff 
of Georgia Hardwood Lumber 


Appointment of S. Rexford Black, 
vice president of Weyerhaeuser 
Sales company, St. Paul, Minn., 
nationally known figure in the lum- 
ber industry, to the post of assist- 





S. Rexford Black 


ant to the president of Georyia 
Hardwood Lumber company, <Au- 
gusta, Ga., has been announced 
Mr. Black, a graduate of the 
University of Michigan with a de- 
gree in forestry, has spent his en- 
tire life in the lumber and timber 
industry. He is a recognized au- 
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V. E. “Johnny” Johnson H. G. “Harry” Dowson 


| Rogue Lumber Sales Co. « A Electric Swing 
= is P. O. Box 707, Medford, Ore. . um Ps Cut-Off 


Saws 

























Ken Phone: Central Point, Ore. 1091 
Ka 
e 
Specializing in the distribution of 


a All West Coast Woods 





IMMEDIATE 
DELIVERY 
ected 
Club ; In addition to doing a general wholesale business, 
eet - our company operates a concentration yard at Cen- 
tral’ Point, Ore., to which we bring in only the best 
—_ rough stock from small and medium-sized mills. G - 
gus F Here we have storage facilities for over 5,000,009 MODEL 55 MODEL 25 MODEL 5 
hen, feet—and in line with consumer demand for dry HANDLES 95% OF CUTTING USUALLY DONE 
Sec- lumber, we’re utilizing our air-drying facilities as WITH MACHINE TYPE SAW—AT 1/3 THE COST. 
l. J. fully as possible in order to service our customers. H & A Swing Cut-Off Saws add speed and accuracy to cross- 
mett We invite your inquiries. cut operations. Designed for safe, easy operation, the blade 
ce is pulled through the work . . . automatically falls back in 
Wel- | e position. Write for further information TODAY. 
Jr. Exclusive sales agents for oe 5S—Capacity: 5"’ x 16" 5 H.P. Motor, 16°" Blade........ $315.00 
4 s : : ‘ odel 25—Capacity: 4°’ x 14" 2 H.P. Motor, 14’ Blade........ $259.00 
F L & H Lumber Co. Model 5—Capacity: 3°" x 12’ 1 H.P. Motor, 10°’ Blade........ $186.50 


F.O.B. Fairfield 
Specializing in 2x4-8" Studs 


‘ and Heston & pbudewou 


Jackson Creek Lumber Co. 














lack, Standard Yard Items DIVISION OF 

user ST. PAUL FOUNDRY 

a Reputable Sales Representatives throughout the Nation. AND MFG. CO. 

Sist- eae tailed 
















Dependable Quality 
Douglas Fir Since 1898 


Urania manufacturing 
facilities are complete 
and modern throughout. 


























Here’s Where URANIA 


Lumber is Manufactured 





Here's the big modern Urania mill with the permanent 
timber supply. Urania was one of the first to introduce 


T . : : selective cutting and scientific reforestation. With large 
he name, Booth-Kelly, on a piece of lumber is tracts of Yellow Pine and Hardwood timberlands under 


a mark of quality. careful supervision of a trained forester, Urania customers 


are assured a continuous supply of Urania quality lumber. 
oryia e 
Au- 
ed Trade- Beotliz ie B tell 










ie | | Hes scis, | | The URANIA LUMBER CO., Ltd. 
il Fir URANIA, LA. 
i ons Lumber Manufacturers and Tree Farmers 











imber Members S.P.A., S.P.1.B., Southern Hardwood Praducers 
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thority on the national aspects of 
the lumber and timber products in- 
dustries, especially those affecting 
West coast production. He was in- 
dustry liaison representative in 
Washington during the war years. 

Addition of Black to the Georgia 
Hardwood Lumber company staff as 
administrative and executive assist- 
ant to the president is a continua- 
tion of the company’s planned pro- 
gram of expansion and diversifica- 
tion, Owen R. Cheatham, president, 
said. 


Appointments and Promotions 


Iron & Steel Products Inc., Chi- 
cago, have appointed BASIL FENN- 
ANSTRUTHER representative in Cali- 
fornia, Nevada and Arizona, with 
headquarters at 416 W. Eighth 
street, Los Angeles 14. 


GEORGE KITAZAWA, experienced 
wood technologist, has joined the 
laboratory staff of the Timber En- 
gineering company. Prior to the 
war he worked at the wood conver- 
sion laboratory of the University 
of Idaho and during the war he was 
a research writer and worker for 
the government. He has his Ph. D. 
from the New York State College of 
Forestry at Syracuse university, 


The appointments of E. W. REAM 
and J. E. SEGUINE as vice presidents 
of United Wallpaper Inc., has been 
announced. Mr. Ream is in charge 
of sales for the western division 
and Mr. Seguine is director of sales 
for the eastern division. 





. R. V. RATCLIFF has joined the 
staff of the Copeland Lumber com- 
pany, Chicago. Mr. Ratcliff is a 








E. B. CREIGH, left, extends best wishes to Harold Robbins on the latter's elevation to manager 
of United States Plywood corporation’s Brooklyn branch. Mr. Creigh, retiring Brooklyn manager, 
will be assigned to the national headquarters of the company in New York. 





director of the National Association 
of: Hardwood Wholesalers and is 
regional chairman of the member- 
ship committee of the National 
Hardwood Lumber association. 


ELDON E. LIBBY has joined the 
Southern States Iron Roofing com- 
pany, Savannah, as merchandising 
manager. He has been vice presi- 
dent in charge of sales and promo- 
tion for a national sales represent- 
ing firm. 


WILLIAM H. GETZ has been named 
manager of merchant sales for Key- 
stone Steel & Wire company, Peoria, 
Ill., succeeding A. A. NELSON who 
retired as assistant general sales 
manager, after being with the com- 
pany 41 years. Mr. Getz has been 
with the company 12 years. 


L. E. BARTLETT, formerly con- 
nected with the American Lumber 
and Treating company, has joined 
T. R. Miller Mill company, Brew- 


ton, Ala. Mr. Bartlett will be sales 
manager for the treating depart- 
ment. 


American Machinery Superior 
to European, Says DeWalt Man 

John Stolarz, advertising man- 
ager, DeWalt Products corporation, 
Lancaster, Pa., has recently re- 
turned from a trip to Europe. While 
there he attended machinery trade 
shows in Switzerland, France, Ger- 
many, England, Scotland and parts 
of Ireland. 

Mr. Stolarz says he found that 
on all light machinery, the United 
States is far ahead in design and 
production, a condition which he 
feels gives American manufacturers 
an advantage in competing with 
the wood products of other coun- 
tries. 

Companies Announce 
The STERLING LUMBER COMPANY, 


Fond Du Lac, Wis., announces thie 
purchase of the Moore & Gallow:y 














* Foresters 


* Appraisers 





LEMIEUX BROS., INC. 


* Timber Estimators 


* Civil Engineers 


610 Pere Marquette Building 
NEW ORLEANS, LA. 























HOUSTON 
REFUSE 
INCINERATOR 


Engineering Service & 
Estimates Furnished 
Without Charge 


HOUSTON BLOW PIPE & 
SHEET METAL WORKS 


fe HOUSTON 1, TEXAS 
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MMEDIATE DELIVERY! 


FAMOUS NATIONALLY ADVERTISED 


WEATHER SAA 


Ne : 


jDUO-SASH 


A Combination 
SCREEN & STORM SASH 
and a NON-STICK 
DOUBLE-HUNG WINDOW 

All In One Unit! 


*> The Ideal Window For New 
Construction...READY TO INSTALL 
IN ANY HOME! A MONEY SAVER! 


@ READY BUILT... SIZES FOR ANY ROUGH OPENING. 

@ SCREEN AND STORM SASH OF GENUINE CALIFORNIA REDWOOD. 
@ NATIONALLY ADVERTISED! KNOWN FOR QUALITY! 

@ PERMANENT FIT OF WINDOW and SCREEN-STORM SASH. 

@ YEAR ‘ROUND SELLER! IDEAL INSULATION and VENTILATION. 
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@ NORTHERN WOOD 
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' 
STOP End Checking!!! 


| 
No. 464-A Lumber sealing compound is a 
| specially developed “end coating” that 


produces amazing results. 


Not a “lead and oil” paint but a new 
product designed to do a particular job. 


Can be applied with spray gun designed 
for heavy bodied materials or by brush. 
Color is black. 


Any mill, lumber dealer or manufacturer 
who stores lumber can effect very substan- 
tial savings. 


Reports have been received that use of the 
compound has resulted in savings amount- 
ing to thousands of dollars worth of lumber 
Previously lost due to “end checking.” 


Wire or write today for 
full particulars. 


The Akron Paint and Varnish Company 


AKRON 1, OHIO 
EST. 1878 
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OST of the huge and 
; disastrous fires 
* which have occurred in the last year could have 
: been controlled at their inception by a Seedburo 
‘ extinguisher. The Seedburo line is complete. One of 
: the newer models is the “Pistol Grip.” Metal parts 
* are corrosion proof. Liquid is carbon tetrachloride 
... will not freeze... does not damage material or 
equipment. Trigger action shoots stream up to 30 





% feet. Fully Underwriters’ approved. Prices, 1 qf. 
mae 6$9.30; 12 qt. $11.30 F.O.B. Chicago. Refill 
Rae liquid $.95 per qt. Write for complete information, 





798 CONVERSE BUILDING 


CHICAGO 6, ILL. 








aT PREVENT WARPING 
“$2 KEEP DOOR IN LINE 







STANLEY. 


THE STANLEY WORKS, NEW BRITAIN, CONNECTICUT 





Lumber company, Fond Du Lac. 
Operation of the mill and yards will 
continue at the present location. 


Headquarters have been estab- 
lished in Osborne, Kansas, for the 
28 HARDMAN LUMBER COMPANY 
yards in Kansas, Nebraska and 
Colorado. The new building has a 
large warehouse for storing ship- 
ments from the mill at Springfield, 
Ore. 





Selling a 
Safe Bull Barn 
(Continued from Page 70) 


fence that is built with reinforced 
concrete posts, using iron pipe for 
rails between the posts. Used 
boiler flues set in the concrete posts 
make good sturdy rails and require 
little upkeep. With boiler flues, 
posts may be put on 10 foot cen- 
ters. If you are interested in sell- 


_ 


ing these or any other type of 
concrete fence posts the Portland 
Cement association will provide you 
with plans for the forms that can 
be used over and over again for 
volume production of concrete 
fence posts. They will also give you 
instructions on how to make dur- 
able posts. If you are not near an 
industrial center from which you 
can purchase used boiler flues for 
resale, or if you want to sell steel 
posts and rails made especially for 
bull paddocks, contact one of the 
barn equipment companies for a 
dealer arrangement. 

In addition to the bull pen and 
paddock a safety breeding stall 
should be built at a convenient 
point along the paddock fence or 
next to the wall of the bull pen. 
This stall should be designed so 
that the gate swings across the 
open end of the stall, striking a 
post on either side. When the gate 
is closed and fastened to the post 
in line with the paddock fence, ac- 
cess can only be gained to the 
breeding pen from outside the pad- 
dock. When the gate in the pad- 
dock fence is opened, access from 


the paddock is only to the pen. 
With this setup it is possible to 
keep the fence or gate between the 
operator and the bull at all times to 
eliminate the danger of injury to 
the operator. 

The posts against which the gate 
swings should be sturdy enough to 
withstand the impact of a possible 
charge by the bull. If a wooden 
gate is used, it is wise to reinforce 
it with two pieces of iron. Mem- 
bers taken from the chassis of an 
old automobile will serve ideally. 
Hinges should be extra heavy and 
if of the hanger type, the top 
hanger should be turned down to 
prevent the possibility of the gate 
being thrown off its hinges. 

The bull pen does not require a 
door, except in very cold climates. 
If the doorway faces away from 
the direction of the prevailing win- 
ter winds and if the roof has some 
overhang the bull will be safe al- 
most any place in the country with- 
out a door to the pen. If a door 
is used recommend a sliding or 
tilting door that can be closed 
from outside of the paddock fence. 








DARE SET-EZE ELECTRIC FENCE POST 


0 USTABLE 


This great post-war de- 
signed electric steel fence 
post answers all needs. Keeps 
all the live stock where you 
want it. Easy to install—by 
foot or maul. Made of %” 
steel rod, with 16 ga. anchor 
plate and two 3/16” cad- 
mium plated insulator arms 
fully adjustable. 


Shipped 20 to a 
Order today. No. aft 


ORDER FROM 
YOUR WHOLE. 
SALER: IF HE 
DOES NOT STOCK, 
SEND OR 


DARE 


@ FENCE POST 








WANT TO BUY 50 
CARLOADS AT ONCE 


Dry Yellow Pine Dimension & Boards RW&L, S4S, 
Green or Dry Fir Dimension & Boards RW&4L, S4S, 


We do a tremendous volume, retail and wholesale, and 
always need a heavy continuous flow of above items. 


Your stock must be priced low for our extremely com- 
petitive Detroit market. 


Write or wire quotations FOB Detroit, and list detailed 
specifications. We discount all bills. 


ADAMS LUMBER & SUPPLY CORP. 


+ 2&Btr. 
+ 3&Btr. 


19931 Exeter, Detroit 3, Mich. * 


RECT to. Townsend 7-9187 


DEPT. AL-1 


PRODUCTS. 
66 EAST JACKSON ST. 


INC. 
BATTLE CREEK, MICHIGAN 


LINDSEY | 

















Gives Siding Jobs Improved 
Protection and Appearance 


fa Position 
to Load+ 


Self -Loading - (in i — | On every Asbestos Siding job. 
Skidders 
dow and door frames, give a:ide¢ 


are used with either team F . nn protection, by using <o - 

* trac , or | zine corner strips .’. . Made 
or tractor. On short hauls, GE mm. oxidized zine . . . will not stain. 
snaking, and bunching 


Lengths suitable for any Asbestos 
logs, they are unexcelled. Siding Shingle. For complet« de- 


tails write 


Tiled sia eV ug -Veaall di, [cieder 
211 South Main Street, Kokomo, Ind. 


where appearance is essential. you 
can save valuable time, sim)lify 
fitting at corners and along win- 


Lindsey Wagon Co. 
Sole Manufacturers 
Laurel, Miss. 
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